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Most cars sold today have automatic transmissions - - 
an ever-growing . . . profitable market! 





















































= Cash in with... 


Alemite Automatic Transmission 
Fluid Dispensers! 


This year a majority of the cars produced in all price classes 
are equipped with automatic transmissions. If you are not 
ready to get your share of this enormous market that gets 
bigger every day, now is the time to find out about Alemite 
Automatic Transmission Dispensers — and find out rast! 

Alemite was the first on the market with equipment 
specially designed to handle automatic transmission fluid. 
Alemite is still the leader. rirst with filtered delivery — First 
to offer all these exclusive features. See your Alemite repre- 
sentative for full details. 


Only Alemite gives you these 7 Advantages! 


1. Filtered Delivery —First from Alemite! Filter in nozzle prevents 
contamination — delivers fluid absolutely clean. 


2. Positive Shut-off —A positive, manual shut-off at the end of the 
extension prevents drippage—so no more spotted floors and dis- 
satisfied customers. Also keeps dirt from entering hose. 

3. Air Eliminator — Assures accurate measurement of fluid regardless 
of level in drum. Also prevents pumping air. 

4. Metered Output — 16 quart meter accurately measures amount of 
fluid pumped. : 

5. Versatile—Long Reach —7’ hose with 6” knurled, non-slip handle. 
No adapters needed — flexible extension nozzle fits ALL cars. 

6. Attractive Cover — White enameled cover hasi teanli 


P 


Has holder for nozzle, helps keep it clean, off the floor. 

7. Rugged Dolly —Rides on four, big, easy-rolling Bassick Casters. 
Adjustable clamps hold drum firmly. 
Dispensers also available in shielded types to harmonize with 
your present shielded equipment and in bung-mounted models. 








Alemite 
Adjustashot Control Valve 


Measured Delivery — Balanced Design—Reduces \ 
Fatigue! Now you have an instant choice of 

a wide range of measured shots at the twist of 

a knob. And Alemite design makes an opera- 

tor’s job a snap ! High angled coupler gets on 

and off fittings with ease, greatly speeding 
operations. And the “Adjustashot” is beauti- 

fully balanced to reduce fatigue. New Plasti- . ’ aP 
cized grip sheds grease, oil, dirt | It’s a honey ! “ 
Most important of all, it saves enough lubricant Ag 
to pay for itself. 
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Genuine Alemite Lubricant Hose 


Known from coast to coast as the finest on the 
market! Alemite Lubricant Hose fits all makes 
of high pressure greasing equipment. Has ex- 
clusive “Armor Plate” construction. Fully 
guaranteed by Alemite for one full year. Why 
put up with second best? Buy Alemite, the 
original and genuine “Armor Plate” High 
Pressure Hose! 


ALEMITE 


UCT OF 
W REG. U.S. PAT. OFF 
wart 


a Dept. K-54, 1826 Diversey Parkway, Chicago 14, Illinois 
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LIGHTING | 


BRIGHTEN UP for Increased Gallonage and TBA Sales 


The magic of greater illumination is building new, 
important business in station after station. Prove it to 
yourself with Guardian Service STaTIon LIGHTING. 


For remodeling or new instal- 
lation needs check first 
with Guardian— your One 
Sure Source! Write for FREE 
complete Catalog No. 52. 


Canopy Fluorescents 


f « 
\ a 4 - Floodlight 
; ‘ 
ww - Reflectors 
‘ 
. 


Guardian Light Company 


OAK PARK, ILLINOIS 


Standards and Poles 





Sealed Beam 


Spots and Floods 


Horizontal Fluorescents 
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The 93-U, AN IMPROVED MODEL OF A 


A NEW P ush-P ull Extt actor : _— a _ _ FEATURES 


Type Ver tiea [ Cheek Va [ V e for f* Bronze body. Union of malleable iron 


rated at 150 psi. Smooth inner body sur- 
/ faces allow easy sliding of “O” rings. 


| . Cage body is one piece construction . .. 
Gasoline Pump Installations yr : cast of OPALUMIN.* 


3. Bronze poppet assembly unit is easily, 
quickly removed by hand. No screws or 
threads to loosen. NO TOOLS 
NEEDED WHATSOEVER. 

4. Self aligning “O” ring disc, accom- 
plished by tapered seat. 

5. “O” ring disc of special “low-swell” 
gasoline resistant Buna N material. 

6. Bridgeless cage design and flow con- 
toured disc-holder provide full unre- 
stricted flow. Reduces pressure drop to 
an absolute minimum. 

7. Full area screen securely held in cage 
body with a friction type brass retain- 
ing ring. Easily removed for screen re- 
placement. 

8. Cage assembly securely sealed in body 
by special “low-swell” Buna N “O” 
rings. 

9. Cage held securely in body by an easily 
accessible thumb screw. The thumb 
screw engages a groove on top of the 
cage body. This allows the cage to be 
inserted and locked in any position. 
Cannot back out. 


TTT, TT 





10. A handle integrally cast with the cage 
body provides a comfortable firm hand 
gtip for easy cage removal. 








*OPW hi-tensile aluminum alloy. 











OPW CORPORATION 


2735 Colerain Ave. 


incinnati 2 hio 
Get the whole story on the 93-U. Write c 5, 0 


today for Bulletin NP-8. 
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Behind Our Headlines 


Probably one of the first stories 
you'll want to read in this issue is the 
one on TCP in cans. It’s interesting 
as well as pertinent. 

It tells about the red-hot fight shap- 
ing up between Shell Oil and American 
TCP Corp. Shell has threatened to sue 
because the latter is selling what it 
advertises as a “TCP concentrate.” 
But American TCP Corp. claims Shell 
cannot legally tie up the initials “TCP” 
as exclusive property. 

The behind-the-scenes activity in 
developing this story are interesting, 
too. When canned TCP went on sale 
at Gimbels last Thursday, NPN called 
up for Gimbels story. They referred 
us to Leon C. Baker, president of 
American TCP Corp. 

Mr. Baker was most cooperative in 
telling John Barton, our news editor, 
all about the venture. 

Meanwhile, we sent our girl re- 
porter, Pat Farrell, to Gimbels to buy 
a can of TCP and to see what response 
there was to the new product. There 
wasn’t any when Pat got there, so she 
discussed TCP with a salesman. (That, 
too, is reported in our story which 
you'll get to farther on.) 

Later, Pat returned to Gimbels with 
a photographer to get a picture of the 
display and encountered the same 
salesman. 

Apparently Pat had made an im- 
pression. 

“Oh, it’s you again,” he greeted Miss 
Farrell. “I knew you were up to some- 
thing when you came in here this 
morning. I can spot ’em every time.” 

“Spot who?” asked Pat. 

“People like you.” 

“Like me?” 

“Yeah, like you,” said the salesman. 
“Whattayagonna do? Put a story in 
the Daily News or somethin’?” 


—Herbert A. Yocum 
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This White WC22PLT is hauling fuel oil 
to off-shore oil wells in Lovisiana boyov 
country, on highway, back roads and barge. 





Whites Are Tailored 
to Our Varied Operations 
for More Payload 





ae, ey 
pee 


oT 


WHITE 3022T’s for special 
liquids like anhydrous am- 
monia and alcohol—tight 
schedules here! 





OT ee 


LOWER COST Per Gallon Delivered WHITE WC2864T's in rugged 
Regardless of the Type of Trip oil field service hauling crude 


—plenty of Mustang power! 
THAT COVERS a lot of ground for ver- ss 9 
satile Hearin Tank Lines, Baton 
Rouge, La.—oil field haulsof crude, WHITE3024PLT's 
refinery service, and “hot shot” — <a _ 
tankers hauling liquid sulfur mor = sapere 
er anhydrous ammonia or new Mustang 
mo nm wax. engine. 
“Whites give us efficient power 
plus advantageous weight distribu- 
tion,” President Don B. Hearin, 
Jr., says. 
“And White Specialized Design 
provides our wide range of oper- 
ations with greater earning power 
and greater economy of operation.” 
Jack Walsh, general manager, and Check these White model choices 
Don B. Hearin, Jr., president, say: engineered to Hearin specialized 
“Standardization on White Payload needs and then see your White WHITE WC2462T Steering 
— phn —— low-cost Representative for facts about the Pusher with special design 
- er most profitable STREAMLINING __ ‘nk for liquid sulfur—more 
plan in the truck industry today. payload! 


THE WHITE MOTOR COMPANY WHITE WC2264T's 


. have real power 
Cleveland 1, Ohio and payload ad- 


vantageson crude 
FOR MORE THAN 50 YEARS ee 
THE GREATEST NAME IN TRUCKS 


Other specialized design Whites are in asphalt service to construction 
jobs, black oil plant delivery and other special liquid hauls. 
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AHEAD OF THE NEWS 


Sohio Brand Expansion—Standard of Ohio may extend 
the marketing of Sohio brand products outside its home 
State. At present, the company’s “outside” sales are limited 
to a jobber with a few locations in Michigan, who started 
selling Sohio brand products last year. Standard now says 
that if the jobber’s “marketing efforts prove to be success- 
ful, we may make arrangements with jobbers in other 
states.” Or the company may expand its direct marketing 
of Sohio products “through subsidiaries in other areas, 
regardless of political boundaries.” Sohio sees the move as 
“a modest expansion of our activities within marketing 
areas economically available to our refineries.” Other Stand- 
ard Oil Companies will not welcome direct competition 
from the Standard of Ohio brand. But Sohio says that al- 
though “some legal problems may be involved, we will meet 
these as they come to us.” Sohio for years has marketed 
outside Ohio under Fleet-Wing and Canfield brands. 


Fertilizer at Stations—Phillips Petroleum is making 
bagged fertilizer available to its service stations in what it 
calls “pioneering another first.” The fertilizer (ammonium 
sulfate) will be sold to stations in 25-lb., and 100-Ib. bags. 
Home owners are the sales target. Phillips is urging its 
dealers to stock up, citing two benefits; (1) “Nice profits 
from fertilizer sales,” and (2) the gain of “many new gaso- 
line customers.” 
a 


Oil Heat Push—The promotion of fuel oil by local oil 
men is gaining momentum fast throughout the Midwest. 
When the heating season starts next fall, oil men in scores 
of cities and towns in each Midwest state will be pushing 
their own advertising campaigns—telling the public why 
fuel oil is best for heating. Latest state to join the parade 
is Iowa, where promotional campaigns are now being 
started in Des Moines, Waterloo, Clinton, Charles City, 
and Dubuque. 


Tax Outlook Favorable—The Administration’s Senate 
leaders have a job keeping the pending tax revision bill 
down to size. But several provisions favorable to oil com- 
panies apparently will be approved. For example, the 
liberalized treatment of tax depreciation allowances (NPN 
March 31, p. 15) seems safe. And the provision permitting 
an additional 14% tax credit for overseas earnings also 
appears in no danger. This provision has been criticized for 
excluding firms that do not produce overseas, but do whole- 
sale overseas. The Senate might vote to include wholesalers, 
despite Treasury Department opposition. 


Gulf Spending Plans—About 12% of Gulf Oil Corp.'s 
$250 million capital expenditures this year will be used to 
modernize and expand marketing and distribution facilities. 
More than 18% will be spent at refineries. And 60% is 
being tagged for exploration and production. 


May 5, 1954 + NATIONAL PETROLEUM NEWS 


New NOJC Members—Two more state jobber associa- 
tions are expected to join National Oil Jobbers Council 
before its annual meeting in November. They are the re- 
cently organized Intermountain Oil Jobbers Assn., and 
the Mississippi Oil Jobbers Assn. The two will bring 
NOJC’s membership to 26 associations, representing 
29 states. National council officers Roy J. Thompson, 
chairman; Otis Ellis, general counsel; and E. Keith 
Edwards, secretary, were in Salt Lake City this week help- 
ing the Intermountain group (Colorado, Utah, Nevada, 
Wyoming and Idaho) prepare for NOJC affiliation. The 
Mississippi association was first represented at an NOJC 
meeting a year ago. It apparently is now about ready to 
join the council. 
° 


Antifreeze Sales Drive—Two nationally advertised 
antifreeze brands will get extra merchandising push now 
that they have been taken over by the Mathieson Chemical 
Corp., Baltimore. The brands are “U. S. IL. Permanent” 
(glycol type) and “Super Pyro” (methanol type)—formerly 
marketed by U. S. Industrial Chemicals Corp., New York. 
"Mathieson has absorbed U. S. L.’s antifreeze sales force, 
and plans an expanded selling program. Mathieson will use 
U. S. I. packaging plants at New Orleans, Chicago and 
Baltimore, plus its own plants at Chicago and Rochester, 
N. Y. Until the change, Mathieson had been supplying 
antifreeze ingredients to U. S. I. 


Atomic Competition Delay—Heavy fuel oil and other 
fuels serving U. S. industry will have no serious competition 
from atomic power in the near future, says Henry Smith, 
of the Atomic Energy Commission. He thinks industrial 
nuclear power will play “an important but not overwhelm- 
ing role” by 1975. He bases his predictions on the assump- 
tion that atomic power costs can be lowered to compete 
with conventional power costs. He sees the next 20 years 
as “a period of transition,” with the government carrying 
the main burden of atomic development until 1960 or 1965. 


Re-refined Oil Labeling—Louisiana Oil Marketers 
Assn. is promoting future state legislation requiring the 
labeling of re-refined oil. In press releases to newspapers 
throughout Louisiana, the association is saying that “no- 
body can object to the sale of re-refined oil”—but the oil 
should be labeled “so that the motoring public clearly 
knows what it is buying.” 
7 


Conservation Crusade—Richfield Oil Corp., Los An- 
geles, this week is starting an extensive program to tell 
local civic leaders that an oil conservation law is needed 
in California. Richfield will hold a series of dinners for 
leading citizens in Southern California communities. The 
dinners will feature a 30-minute color film, “California’s 
Buried Treasure,” and a scale model of oil fields to show 
conservation principles. 


For more Ahead of the News > 
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gives you GS ucucomleed) 


protection — on the surface...under the surface 
and in between the panels! 


nN 


KOROSEAL PLASTIC Ke 


will not deteriorate 





or lose its resilience 
- Exclusive with 


Davidson! 


ON THE SURFACE—Davidson gives you Class A or better 
acid and weather resistant porcelain enamel . . . properly 
fired to produce the finest glass-armored steel panels avail- 
able . . . none finer for your service stations. 


UNDER THE SURFACE—Davidson gives you the same high 
* quality porcelain finish, as on the exposed surfaces . . . in 
addition, Davidson uses only the finest—treated wood fur- 
ring, resistant to wood rot and termites. Fastening clips 
and screws are of brass and stainless steel—rust and cor- 


Qe rosion proof. 
BETWEEN THE JOINTS—Davidson gives you an optional 
choice of two exclusive caulking materials: 1, Koroseal, 
a polyvinyl chloride plastic, developed solely for David- 


son panels by The B. F. Goodrich Co.; 2, a gun type 


the ideal caulking compound formulated especially for use with 
pan? architectural porcelain enamel. Remember—it’s the full 


Service Station caulked—weather resistant joints, that mean so much to 


the appearance and life of your station. 
covering cos€ For undivided responsibility—it will pay you to look to 


rainbow of color Davidson tes the finest in porcelain enamel . . . its fabri- 


cation ... its erection. 


of guaranteed Complete information on Davidson porcelain enamel and 
the Davidson dealer organization is available . . . it’s yours 


permanence! for the asking. Write for it today. 


° 
KKOROSEAL Davidson ENAMEL PRODUCTS, INC. 


Reg. T.M. The B. F. Goodrich Co, 1103 EAST KIBBY STREET, LIMA, OHIO 
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AHEAD OF THE NEWS 


Turbines for Highways—Automotive gas turbines will 
get another shot in the arm June 1, when General Motors 
will introduce a gas turbine in a Greyhound bus. A de- 
scription of the bus engine will be given at the June 6-11 
meeting of Society of Automotive Engineers in Atlantic 
City. Chrysler has already announced an automobile tur- 
bine engine (NPN March 31, p. 17). With GM and Chrysler 
in the field, automotive and oil men are now watching Ford. 
It is reported that Ford probably will come up with a 
development that could bring the turbine even closer to 
general use than the work of its two competitors. And 
progress in lowering the production cost of titanium (metal 
used in turbines) lends support to predictions that turbines 
may come along much faster than many experts have fore- 
cast. 





- 
OHI ‘Grass Roots’ Meeting—The “working men” of the 
oil heat industry will hold the spotlight at the Philadelphia 
convention of Oil Heat Institute of America May 16-20. 
Instead of searching for impressive “name” speakers, the 
program directors have worked out a series of small round- 
table discussions. Men from the field—fuel oil dealers, 
truck drivers and servicemen—will sit down to talk over 
common problems. The round-table groups will discuss 
such elementary matters as what tools a serviceman should 
carry, techniques of good service dispatching, and the prob- 
lems met with wall flame burners, vaporizing burners, and 
control systems. The men doing the talking will be the 
men doing the actual work in day-to-day operations back 
home. The discussion groups will meet in the afternoon, 
with morning sessions devoted to speeches that will stress 
how to sell oil heat. 
s 

Sunset Expansion—Marketers hear the Sunset Oil Co. 
of Los Angeles has been interested in acquiring the Regal 
Petroleum chain of retail multipump stations in northern 
California. John Craig acquired Regal early this year after 
selling out the Craig Oil Co. and its stations to Sunset last 
December. Sunset has been building and buying stations at 
faster tempo than any other West Coast non-major com- 
pany. 


NPN Staff 


Eye on Fertilizer Sales—Standard Oil Co. (Ohio) will 
enter the petrochemical field in mid-summer if a detailed 
study of the potential is as favorable as preliminary reports, 
Sohio’s manufacturing vice president, E. B. McConnell, 
says that if the company starts petrochemical manufacture, 
it will be in the nitrogen fertilizer field “with one or more 
plants built in Ohio.” He says Sohio is now making a close 
study of markets and raw material sources, and is getting 
“definitive bids” on construction estimates for several types 
of plants. 


Gas Rate Reversal?— Fuel oil marketers will find natural 
gas competition a bit tougher if the Federal Power Com- 
mission halts the continuous round of gas rate increases it 
has been approving. Under the Eisenhower administration, 
FPC has been leaning toward the liberal side. Recent 
evidence is FPC’s decision authorizing Panhandle Eastern 
Pipeline Co. to base costs on average field prices, rather 
than on production costs. Congress has loosened the strings 
a little more by exempting intrastate gas companies from 
FPC’s rate-setting jurisdiction. But elections are coming up 
this fall and the issue of the consumer’s stake in gas prices 
will be raised. So it would not be too surprising for FPC to 
frown on any new application that would mean higher con- 
sumer gas prices. 


Texaco Grows with Demand—U. S. consumption of 
oil products five years from now will be at least 25% 
greater than in 1953, predicts A. C. Long, president of The 
Texas Co. He believes gasoline demand will rise 21%. As 
a result, Texaco is thinking of spending $1 billion in the 
next five years for expansion of crude reserves and for new 
plant and equipment. This year, the company’s capital 
expenditures will top $275 million (compared with $230 
million in 1953). Looking ahead to 1975, Mr. Long fore- 
casts a need to supply oil products “to a nation of around 
200 million people, with a total production of goods and 
services of $575 billion.” 
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FLLHOS' FLOW FAST / 


through ROCKWELL ROTOCYCLE 
METERS 





ALL-REVOLVING 
‘*FLO-WARD’”’ DESIGN 
MEANS 


SPEEDIER 










AT BULK PLANTS 
AND TERMINALS 


With Rotocycle meters guarding your 
lines you can fill fast—load more 
trucks per hour or per day with less 
wasted vehicle time. It’s the superior 
Rotocycle operating principle that 
makes this possible. As opposed to other 
designs there are no valves or pistons 

to impede the flow. There are no 
oscillating parts, no winding passages, 














no metal-to-metal contacts—just a smoothly f “ 
revolving rotor that spins with effortless THE ROTOR is liquid capillary 

Th ‘ Se Sdansinal h f sealed. It turns freely on a shaft 
sass. © motion is Identical to tat o mounted in double stainless steel ball 
an electric motor. Write for bulletins. bearings to offer the least resistance 

to fluid flow. 
ROCKWELL MANUFACTURING COMPANY 
PITTSBURGH &, PA. Atlanta Boston Chicago Dallas Howuston ao 
Kansas City, Mo. Los Angeles New York Philadelphia Pittsburgh ——— 
San Francisco Seattle Tulsa 
In Canada: Peacock Brothers Limited YOU CAN RELY ON ROCKWELL 
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WASHINGTON 


Revenue Service Needs Some Prodding 


The businessman who sees a “must” 
change in his operations coming up 
and fails to prepare for it usually loses 
his shirt. 

There is no such compulsion on gov- 
ernment agencies and the results are 
just what one might expect. 

Prodding the Internal Revenue Serv- 
ice into issuing absolutely essential 
regulations is more frustrating, for 
instance, than pushing a balky burro 
across a rope suspension bridge. 

Months ago it became obvious that 
Congress, in passing the excise tax 
revision bill, was going to provide spe- 
cial treatment for Class B oil products 
—so-called “hot tractor fuels.” At the 
very least, the IRS should have as- 
sumed there might be a change and 
taken some action to draft tentative 
regulations. 

Anybody can read a law passed by 
Congress and get the general idea of 
what Congress intends. But, until the 
agency concerned spells it out in 
regulations and rules, everyone’s idea 
of how to implement this general idea 
is a good as anyone else’s. Every job- 
ber and service station operator. han- 
dling these products must know what 
to do about the 2¢-per-gal. excise tax 
imposed on certain sales. What kind 
of records must he keep? How is the 
tax to be collected and turned into the 
government? 

IRS not only did nothing—it didn’t 
want to do anything about answering 
these questions. 

The change became effective at mid- 
night April 30. On the morning of 
April 29, General Counsel Otis Ellis, 
of the National Oil Jobbers Council, 
was given some general guidance on 
what to expect—subject to all kinds of 
“ifs” and “maybe’s.” 

Mr. Ellis and the office of Senator 
Hugh Butler (R., Neb.) had been ham- 
mering at IRS ever since Congress 
passed the law weeks ago for some 
regulations. When they began, they 
found that IRS hadn’t even considered 
the problem. 

As of now, there is absolutely no 
assurance as to when the regulations 
will be issued in final form. But, at 
least, the jobber has some general 
guidance. 

That is better than the confusion 
which existed after the 2¢-per-gal. 
motor fuels tax was extended to Diesel 
fuel. It required a year or more for 
some rulings to emerge on that one. 

Maybe Congress ought to do some 
prodding of its own, writing into a law 


change of this type a deadline by 
which regulations must be issued. 


Many Questions Ahead 


Straightening out the kinks in the 
Robinson-Patman Act is by no means 
a simple task. S. Chesterfield Oppen- 
heim, co-chairman of the Attorney 
General’s committee on antitrust laws, 
outlined the pattern of the committee’s 
thinking on two controversial antitrust 
questions: the “good faith” defense and 
“conscious parallelism.” 

The Supreme Court has ruled that 
“good faith” in meeting the equally 
low price of a competitor is an ab- 
solute defense. But that raises many 
more questions, Mr. Oppenheim 
pointed out: 

“What does ‘good faith’ require of 
the seller? Can a seller lower his price 
to gain new customers as well as re- 
tain old customers? Must the lower 
price be a lawful one? If so, must the 
seller determine at his peril that his 
competitor’s price is unlawful or is it 
enough that the seller reasonably be- 
lieves it is a lawful price? Can a seller 
meet his competitor’s lower prices as 
frequently as they exist? Can the seller 
undercut his competitor’s lower price? 
And does ‘price’ mean only the exact 
money price or does it take into ac- 
count brand preferences and other 
factors in non-price competition?” 

“Conscious parallelism of action” — 
the hazy area where no lawyer can 
point out any clear navigation marks 
for his clients—is even more compli- 
cated. The committee is asking itself: 

“From a legal point of view the 
issue comes down to what sort of 
evidence of parallel business behavior 
will warrant a finding of conspiracy? 
To what extent must a business deci- 
sion, to be ‘conscious,’ depend upon 
knowledge that a like decision by com- 
petitors will follow? How certain must 
this knowledge of a like action be? 
To what extent does the existence of 
some independent business justification 
rebut any inference that the act was 
done only because there was knowl- 
edge competitors would follow? 

“How closely must prices of two 
businesses fluctuate together before 
they become ‘parallel’? Over how long 
a period of time must this like fluctua- 
tion endure? Is it relevant whether the 
product involved is standardized or 
differentiated? Does it make any dif- 
ference whether the parallel involves a 
price rise or decline? Or both?” 


—NPN Washington Staff 
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To Meet Your Needs... 


YOU'RE RIGHT WITH 
EVER-TITE 


z 
. , 
a s 


oR 
Ree 


E 


AVES l serviceability 
prevents leaks and spills; re 
duces loading and delivery 
time 

- 


“a\/s) 1] 
G U 


VA's the world’s best 
quick coupling’’ makes your 
hose connections fast and sure 
EVEL IYE dependability 
means longer-lasting, trouble- 
free service. EVER-TITES never 


fail or jam 
IE durability stands 


up under the toughest wear 


cvVve ] - quality ‘mmaalelia 
tained by rigid control of 
construction specifications and 
ale hictale iis 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 


EVER-TITE 
COUPLING ¢€O. 








mm) WEEKLY PETROLEUM STATISTICS «rp 


8:40) 6 401% 


INDUSTRY INDICATORS 


NPN PRICE AVERAGES* 
Refinery/Terminal 


(¢ per gal.) 


Apr. 30 Apr. 2 Apr. 27 


Gasoline 
Kerosine 
Distillate 
Residual 
4 principal 
products 
Lube oil 
Crude at 
well ($ 
per bbl) 


1954 1954 
11.85 11.85 
10.36 10.48 
8.97 9.09 
3.90 3.98 


8.96 9.01 
16.98 16.98 


2.82 2.82 


1953 
11.65 
10.17 
8.69 
3.47 


8.68 
17.73 


2.63 


* Weighted average price, prin- 


Week Ended 
Apr. 24, 1954 
Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 178,033 
Distillate fuel oil (thous. bbl.) ......... 58,932 
Kerosine (thous. bbl.) ............. 18,518 
Residual fuel oil (thous. bbl.) . . 43,779 
Crude oil—B. of M. (thous. bbl.) 269,647 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 6,812 
Foreign crude included (thous. bbl. daily) 562 
% of refinery capacity operated 84.1 
Refinery Output 
CS a a 23,319 
Kerosine (thous. bbl.) 2,155 
Distillate fuel oil (thous. bbl.) .................. 9,418 
Residual fuel oil (thous. bbl.) .............. 8,361 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) . 6,482 
Crude oil imports (thous. bbl. daily) ...... 680 
mx) MONTHLY MARKET TRENDS nn 
Petroleum products in secondary storage (thous. bbl.) 46,831 (Feb.) 
Exports of crude and refined products (thous. bbl.) . . 9,965 (Feb.) 
Average station gasoline price, ex tax (¢ per gal.) 21.60 (Apr.) 
*Gasoline consumption (million gal.) 3,574 (Jan.) 
Service station building permits (number) 370 (Feb.) 
Passenger cars—domestic shipments (thous.) 510 (Mar.) 
Trucks and buses—domestic shipments (thous.) 85 (Mar.) 
Automotive replacement tire shipments (thous.) 3,557 (Feb.) 
Replacement battery shipments (thous.) 1,791 (Jan.) 
Oil burner shipments (thous.) 43 (Feb.) 


* Excludes Oklahoma. 


cipal markets. 


Week Ended 
Mar. 27, 1954 


178,626 
60,654 
17,800 
44,093 

266,942 


7,000 
630 
86.4 


23,607 
2,424 
10,185 
8,371 


6,344 
655 


Previous Month 


49,951 
10,165 
21.60 
4,037 
355 
425 

70 
3,993 
1,890 
45 





Week Ended 
Apr. 25, 1953 


156,747 
60,096 
18,935 
39,034 

278,231 


6,827 
636 
89.2 


22,754 
2,534 
9,597 
8,859 


6,184 
680 


Year Ago 


47,419 
12,754 
20.77 
3,570 
227 
546 
122 
3,895 
1,571 
45 
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SUPPLY AND DEMAND 


First Quarter Demand Up—An in- 
crease of 1.7% in demand was 
reported by the Bureau of Mines 
for the first quarter of 1954, com- 
pared with the same period last 
year. The data were based on actual 
figures for January and February 
and current reports for March. In- 
cluded in the estimate was “a de- 


cline of 21% in total exports and 
a gain of about 3% in domestic U Pratt S Free Catalog 
demand.” By products, the domes- 


tic demand indicated gasoline up | of Display Material eee 


2.5%; residual, down 4%; distil- : 

lates, up 9.5%; kerosine, up 4%. Just Off the Press 
In addition, a 53% increase was 
noted for jet fuel. Projections see > PENNANTS 
the consumption of domestic crude 

in May as 6,420,000 b/d. This is » BANNERS 
exactly the same as the total fore- > POSTERS 


cast for April. } WINDOW DISPLAYS 


Refinery Runs Drop — A 103,000- > PROMOTION KITS eS é 
b/d drop in crude runs to stills was ® LETTER-BANNERS with ideas to increase gallonage 
reported by the API in week ended ’ 

April 24, compared with the pre- > STREAMERS and TBA sales the year ‘round. 


vious week. The decline was re- Write for your free copy today! 
flected in all major products, except 


kerosine. At the same time, primary ) ’ 
inventories of finished and unfin- Wh H T 

ished gasolines continued to sag. 

Stocks of kerosine, distillate fuel oil 201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 


and residual fuel oil gained. 


Here is your new buying guide to 


the widest selection of service 


station promotion and display ma- 


terial available anywhere. Filled 





















































Jet Fuel Output Soars—A 281,000- 
bbl. jump in output of jet fuel at 
U.S. refineries was noted in one ; 
month’s time. In its monthly petro- 
leum statement, the Bureau of 
Mines reported jet fuel climbing to , — a y 
3,237,000 bbl. in February, from ie Send for Bulletin 
2,956,000 bbl. in January. The out- ae es CT-102-53 
put in February, 1953, was 2,- : 
426,000 bbl. Meanwhile, aviation 
gasoline output dropped down to 
6,991,000 bbl. in February from 
7,245,000 bbl. in January. 


Allowables Vary — As Louisiana 
cuts its crude oil allowance for 
May, Kansas fixes its allowable at 
the same rate as April. Louisana’s 
state conservation commission set 
the allowable at 695,381 b/d, a 
reduction of 12,957 b/d from 
April. The Kansas State Corpora- 
tion Commission set the same al- Ma 4 = A calibrating tank, or meter prover, is essential 
lowable at 325,000 b/d. Rist Hey of pike in keeping your meters accurate. Small meter 

: é errors can be very costly. Here is a precision 
: : ot he instrument which il ick! for itself. 

Gasoline Use Up — Gasoline con- = Sustentd to poe API. Code #1101 
sumption estimates for February 4 Excel-So Calibrating Tanks come in sizes from 
released by the API for 10 states, Ll A RQ nN f R 50 gallons to 2000 gallons in both stationary and 
compared with February, 1953, 


portable styles. 
indicate a 14.1% increase for : L E W | S 
Colorado and a —3.2% change for : 
Idaho. Colorado used 38,823,000 t C OMPANY 
gal. in February, while Idaho con- 
sumed 13,657,000 gal. 
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Add to your roll 


The highly successful PREST-O-LITE PROFIT PLAN 
is designed to work for you two ways: 


One—sell more batteries. 

GEORGE W. GRASHOFF, 

Manager . Two—make more profit per sale. 
Lennox Pan-Am Service 
4040 Canal Street 
New Orleans, Lovisiana says... 

For full details, see your jobber or write: 

“We are not only selling 
more batteries, we're PREST-O-LITE BATTERY COMPANY, INC. 
selling a lot of Hi-Level ' Toledo 1, Ohio 
batteries. And that’s 
money in the bank.” 





to- Drest-o-lite 














BUTLER A tl 
Routemaster 
truck tanks.... 


route-matched by 5,000 marketers 
to lower delivery costs 


Butler asked 5000 petroleum marketers, ‘““What do you need in a truck tank?” 
Using the marketers’ answers, they designed the NEW Routemaster series to 
lower your delivery costs with: 

NEW, reduced backtracking. You haul largest loads over your routes, with 
1000, 1200 or 1500 gallon capacity. And, with double bulkheads and plenty of 
TBA space, you carry the commodities you need—make one-trip deliveries. 


NEW, faster deliveries. You speed up emptying with smooth flow, seamless 

tube piping. New conveniences include hose tubes that open into both bucket 

box and cabinets, optional side door equipped with easy-turning rollers. 

NEW, immediate availability. You can start cutting your delivery costs now! 
Get the full profit-story on the NEW Butler Routemasters. Designed to 

answer the expressed needs of al/ petroleum marketers. Built to Butler’s high 

standards of quality. Route-matched to pay bigger hauling profits. Write today. 


BUTLER MANUFACTURING COMPANY 


7454 East 13th St., Kansas City 26, Missouri 
7, pRowwe 954 Sixth Ave., S. E., Mi polis 14, Mi 
913 Avenue W, Ensley, Birmingh 8, Alab 


Dept. 54, Richmond, California 
Manufacturers of Oil Equipment * Steel Buildings * Farm Equipment * Cleaners Equipment * Special Products 
Factories located at Kansas City, Mo. * Galesburg, Ill. * Richmond, Calif. + Birmingham, Ala. + Minneapolis, Minn. 
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Coal Seeks ‘End-Use’ Controls on Oil 


John L. Lewis is going after 
the oil industry with a govern- 
ment-control proposal—one of 
the severest yet made. 

He and the coal industry last 
week advocated a “national fuel 
policy” with the end objective of 
shutting the oil industry out of 
the heat and power markets. 

What they meant was “end-use” 
control of fuels and a sharing of mar- 
kets. That means: 

—Petroleum would be limited to 
“mobile energy” (transportation) re- 
quirements — with “automobiles, 
trucks, airplanes and farm tractors” 
specifically named. 

—Coal would supply the nation’s 
“stationary energy requirements” 
(heat and power). 

The coal industry’s end-use control 
demand coincided with a new compet- 
itive threat that coal has posed. East- 
ern oil marketers made the surprising 
disclosure that heavy fuel oil is losing 
sales to coal at many East Coast points 
for the first time since oil gained a 
competitive advantage. 

Oil marketers declared that bunker 
fuel sales, as evidenced by “low im- 
portations,” are falling off more than 
usual this season because residual fuel 
is not competitive with soft coal. Coal 
is underselling oil by 10¢ to 19¢ per 
bbl. at several points in and around 
New York harbor, they reported. At 
Philadelphia and cities nearer to the 
Appalachian coal fields, even wider 
differentials exist. 

The end-use control threat arose 
last week at Washington where a per- 
manent committee of coal-state gov- 
ernors was formed to “summon sup- 
port of public opinion.” 

Imports First—Immediate objective 
of the “Governors’ Permanent Fuel 
Conference” is a sharp restriction on 
crude oil imports. 

Behind coal’s drive are three power- 
ful groups—the National Coal Assn., 
The Anthracite Institute and John L. 
Lewis’ United Mine Workers of 
America. 

This threatening attitude toward the 
oil industry created an awkward situ- 
ation for the Independent Petroleum 
Assn. of America—trade association 


Fine McKay Lewis 


SEEKING NATIONAL FUEL POLICY is John L. Lewis, president of United Mine 
Workers. Here he discusses coal industry’s problems with Gov. John S. Fine (Pa.) and 


Secretary of Interior Douglas McKay 


of independent producers. With coal 
producers, they have been urging 
compulsory reduction of oi! imports. 
Now it is questionable whether they 
can afford such an alliance. 

A Hard Road—Coal men do have 
a grim problem. Felix E. Wormser, 
assistant secretary for mineral re- 
sources, conceded that one of coal’s 
“great concerns” is “the inroads which 
imported residual fuel oil has made 
into the coal markets.” 

Addressing the 1954 coal conven- 
tion of American Mining Congress 
Monday at Cincinnati, Mr. Wormser 
said the Interior Department is “in an 
exceedingly difficult position on the 
oil imports issue.” He said the admin- 
istration is not yet certain what posi- 
tion it will take when hearings are held 
again. 

“What you are asking is a very ser- 
ious restriction upon the import of a 
competitive fuel,” said Mr. Wormser. 

Then he warned the coal men: 
Whatever solution Congress may 
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adopt “will prove only a partial and 
temporary one.” Ultimately, he said, 
coal must bolster its position by re- 
search, wider uses and wider markets, 
lower costs and improved manage- 
ment. 

Gov. Fine in the Van—Coal's anti- 
oil campaign started last week when 
most of the nation’s governors gath- 
ered for the White House governors’ 
conference. Pennsylvania Gov. John 
S. Fine invited a number of coal-state 
chief executives together for a discus- 
sion of coal’s problems, with accent on 
oil imports. 

Gov. Fine asked whether “unre- 
stricted imports of foreign residual 
oil” would be allowed “to sap” the 
capacity of the domestic coal and oil 
industries and whether the coal in- 
dustry was “to become so emaciated” 
it could not fulfill future demands. 

He declared that residual fuel oil 
imports were displacing 160,000 tons 
of coal per day—59 million tons per 
year—equivalent to approximately 
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50% of coal’s over-all production, 
and were resulting in a curtailed do- 
mestic oil production rate and limited 
field exploration. 

Other speakers included Tom Pick- 
ett, NCA executive vice president; 
Frank W. Earnest, Jr., Anthracite In- 
stitute president; Interior Secretary 
McKay and, the big gun of the con- 
ference, John L. Lewis. 

Lewis Lashes Out—Mr. Lewis came 
to the point rather quickly: 

“We need a national fuel policy 
—we must determine what are the 
lines .of demarcation for the uses of 
liquid and solid fuels of this country 
and to what degree the public interest 
and safety of the Republic is being 
protected by the policies we are fol- 
lowing, and to take necessary steps 
to prevent the billions of dollars of 
capital invested in the (coal) indus- 
try .. . from being impaired, stricken 
down and lost, together with the phys- 
ical plants of the industry as against 
the ravages of a subsidized fuel, do- 
mestically speaking, and a foreign 
fuel that is coming in to please the 
diplomatic policies of the State De- 
partment and certain oil companies. 

“The oil industry is subsidized by 
the government in the arbitrary and 
outrageous depletion charge that is al- 
lowed tax free by the government. 
That gives them more money to hire 
lobbyists and buy advertising and 
propagandists to deride the coal in- 
dustry, where the investment is made 
and is fixed and where there is no such 
margin and advantage. 

(Editor’s note: coal receives a de- 
pletion allowance of 15%, the oil in- 
dustry, 27.5%). 

“Certainly any national fuel policy 
would dictate that the first call on the 
oil industry with all its variations and 
refinements should be for the Navy 
and the Merchant Marine and the 
Army and the Air Force. 

“Secondly, that policy should pro- 
vide for the lubricants and volatiles 
essential to keeping our machinery 
running in our country and to supply 
our chemical industry. 

“And, after that, in the area of 
making heat or generating power.” 

Argument for Coal—Summing up 
his version of the oil-coal situation, 
Mr. Lewis hammered out these points: 

“1. Coal is our only unlimited 
source of energy available within the 
continental limits of the United States. 

“2. Our petroleum supply is limited 
and we are already dependent upon 
foreign imports of oil to meet the 
needs of the armed forces. And note 
it down and carry it away with you 
that on the second day of hostilities 
there will be no foreign oil coming 
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to our refineries from any place. And 
there will be a restricted amount of 
American oil coming to our refineries 
because our transport from the Gulf 
to the Atlantic Seaboard will be cut 
off too. 

“3. The Communist aggressors 
have the largest submarine fleet in 
history, capable of cutting off these 
oil imports virtually at a moment's 
notice.” 

Mr. Earnest observed that “the half 
dozen large oil companies are great 
advocates of ‘free trade,’ ” for residual 
but do not “recommend lower tariff 
rates on gasoline.” Then he described 
his idea of a “national fuel policy”: 

“It is true that this nation is unal- 
terably committed to petroleum prod- 


ucts for mobile energy. On the other . 


hand, the country is not committed 
to liquid fuel for stationary energy re- 
quirements. 

“Where it would be catastrophic for 
this nation to be without the necessary 
liquid fuel to propel its automobiles, 
trucks, airplanes and farm tractors, 
the same absolute dependence on 
liquid fuels is not true with public util- 
ities, factories, schools, apartment 
houses and homes. 

“Such a policy on the part of the 
oil companies would seem much more 
in the interest of the nations security 
than the present one of flooding us 
with imported oils, inducing more fac- 
tories, churches, schools, utilities, 
apartment houses and government 
buildings to install equipment capable 
of burning fuel oil only and then leav- 
ing them without fuel in time of emer- 
gency. 

“The havoc and panic that would 
be caused on the Eastern seaboard 
when an economy, foolishly commit- 
ted to the use of oil for its heating 
and power requirements, was suddenly 
cut off from its source of supply is 
something fearful to contemplate.” 

Mr. Pickett was more restrained. 
He charged that imported oil “pro- 
vides unfair and governmentally en- 
couraged competition; violates fuel 
conservation principles” and is de- 
stroying “whole communities.” 

Not All Will Swallow—The coal 
industry has not gained universal 
sympathy. The Washington Daily 
News (a Scripps Howard newspaper) 
advised the coal industry editorially 
that it can recapture its markets only 
by finding new uses for its product or 
developing better marketing condi- 
tions, not by relying on the govern- 
ment to “bail it out.” 

Interior Secretary Douglas McKay 
told the coal industry conference that 
synthetic liquid fuel from coal is fast 
becoming competitive with petroleum 
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products. He didn’t comment on the 
imports controversy. 

But the indications were that coal’s 
battle would be relentless. The first 
action of the “Governors’ Permanent 
Fuel Conference” was the adoption of 
a resolution blaming “unrestricted im- 
portations of residual fuel oil from 
foreign sources” for “great damage” 
to the coal industry and urging con- 
gressmen from the affected states to 
work for immediate legislative action 
to restrict imports. 

The conference adjourned subject 
to call by Gov. Fine. 


Little Chance Seen 
For Credit Card Firm 


Chances for a creditor reorganiza- 
tion of the bankrupt National Credit 
Card Corp. are a “question mark” ac- 
cording to NCC president E. L. Mays. 

Mr. Mays said this week that “well 
over 1,000 of the 3,800 creditors 
queried had favored taking stock in 
the company.” (Included in the 3,800 
are many service station operators who 
have dealt with the company.) 

National Credit Card has offered 
several options under a proposal to 
have creditors accept stock in lieu of 
cash, but “the court felt at least a 
quarter million dollars of new capital 
was needed in addition.” 

The proceedings are now under 
straight liquidation, but Mr. Mays 
said the court indicated it would con- 
sider reorganization under Chapter 11 
of the Bankruptcy Act if capital were 
raised, probably within 60 days. 

Meanwhile, at a creditors’ meeting 
last week, C. M. Dillehay, former 
NCC controller and temporary re- 
ceiver for the bankrupt firm, was 
elected trustee. 

Creditors have six months from 
March 20, the date of filing for bank- 
ruptcy, to make claims. The court 
said most of the creditors have filed 
claims, but that it may require three 
months to audit them. 

Mr. Dillehay reported it may be 
1955 before creditors receive funds. 

At a creditors’ meeting, Mr. Dille- 
hay reported accounts receivable will 
be liquidated and might realize up to 
$150,000, compared to the estimated 
$500,000 book value of assets. 

The trustee said he anticipates per- 
haps $12,000 on furniture and fixtures 
being sold in the Portland and Chicago 
offices, but it might cost $30,000 or 
$40,000 to liquidate accounts re- 
ceivable. 

Liabilities include $910,000 owed 
to member firms, Mr. Dillehay re- 
ported, plus $15,000 owed others. 
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GIMBELS DEPARTMENT STORE in New York is one of many outlets now offering “home-made” 


premium gasoline, 


Canned TCP Hits Premium Gasoline Trade 


TCP now comes in cans. It’s 
being sold in all 48 states through 
automotive jobbers and chain 
stores—without permission of 
of Shell Oil Co. Motorists are 
being told that by pouring “TCP 
concentrate” into car tanks of 
regular grade gasoline, they can 
in effect make their own premi- 
um—and save money. 

Pressing this attack on the TCP 
gasoline programs of Shell and Con- 
tinental Oil Co. (and on the premium 
gasoline sales of other oil companies) 
is the recently organized American 
TCP Corp., New York. Its “TCP con- 
centrate” (sold in 4 oz., 1 pt., and 
1 qt. cans) contains: 

1. Tricresyl phosphate, the 
same gasoline additive ingredient 
Shell has been pushing hard as 
the answer to car preignition. 

2. Isopropyl alcohol, to com- 
bat engine stalling. 

3. A very small amount of 
petroleum solvents. 

(American TCP Corp. itself now 
has competition from another canned 
product with tricresyl phosphate. 
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Pushed this week in large-space news- 
paper advertising in the East is “Hi- 
Test,” being sold by Vickers Chemical, 
Ltd., New York City. It is similar to 
TCP concentrate.) 

American TCP Corp. advertising 
tells motorists they can save 50¢ or 
more on every tank of gasoline. This 
is based on the use of % pt. for every 
20 gal. of regular gasoline, with sav- 
ings dependent on the spread between 
the retail prices of regular and pre- 
mium gasoline in a car Owner’s area. 

Car performance claims made for 
the concentrate are similar to those 
in Shell and Conoco gasoline adver- 
tising. The product is being sold in 
yellow cans with red “TCP” letters. 
And a red-hot court fight appears 
certain. 


The Legal Conflict 

Calling the shots for American TCP 
Corp. is its 30-year-old president, 
Leon C. Baker, a lawyer. He left the 
post of assistant general counsel of 
Celanese Corp. of America on Dec. 1, 
1953, to set up the new companv. 
Said Mr. Baker last week: 
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1-PT. CAN of concentrate treats 80 gal. 
of regular gasoline 


17 











THE INDUSTRY 








NPN REPORTER, following up TCP ad, got lesson in... 


Today’s Selling—The Hard Way 


“Can I help you lady?” 

With these words a clerk in Gimbels 
department store in New York City 
opened the sales talk recorded below. 
It took place April 29, the day Gim- 
bels ran a large advertisement in the 
New York Daily News announcing 
TCP concentrate. The assignment of 
NPN’s reporter was to get customer 
reaction to the new product. But with 
business slow, she returned instead 
with a report on the kind of selling that 
gives gray hair to merchandising men. 
The conversation went like this . . . 


What is this TCP? 
Read the directions, lady. 
there. 


It’s all 


What does it do? 
Makes your car run good—just like 
on premium gas. 

Does it really work? 
Sure—it’s supposed to. 

Well TCP sounds awfully familiar 

to me. 
Oh yeah, Shell Oil has it too. But 
I don’t know whether they sell it 
in cans or not. No, I think the guy 
at the station puts it in your car. 
I don’t know—maybe it’s already 
in the gas when you buy it. 

Well what’s the purpose of it in cans? 

Do you save money or something? 
Sure thing—it’s real cheap this way. 
That Shell stuff is expensive. 

How expensive? 


Oh, about 50¢ a gallon or some- 
thing. Naw, I was just kidding—it’s 
not that expensive. But you do 
save money. 

Is Gimbels the only store selling TCP? 
Yep—you can’t buy it anywhere but 
Gimbels. 

How about Macy’s? 

Definitely NO. 

What is this American TCP Corp.? 
How should I know? The stuff just 
came in this morning. 

Did American TCP Corp. really make 

these road tests? 

Sure. 

How has the TCP been selling? 
OK I guess. 

How many cans have been sold so far? 
I don’t know. I just came on the 
floor this noon. 

Can you find out how much has been 

sold? 

I really can’t, lady. 

Well I really don’t understand what 

this TCP will do for my car, or how 

it can save me money. 
Lady, please. You'll have to read 
the instructions. I just work here. 

How many cans have you sold since 

this noon? 

Oh, about 17. 

Is that good? 
So-so. 

Were your customers mostly men? 
No—women too. 

Did they ask any questions about 

TCP? 

Naw, they just bought it and left. 

Have you had any phone orders? 
No—this is a slow Thursday. 

Why? 

Well, you know—Thursday. Then 
Friday starts the weekend. Just slow 
—that’s all. 

Well all right, Pll try a can. 

much? 
98¢ plus tax. That’s $1.01 
thanks lady. Here, don’t forget the 
sales slip. If it doesn’t work, you 
can bring it back. 


How 





Shell as yet “has no trade mark in 
the letters TCP. TCP is a generic term 
for tricresyl phosphate. Shell has made 
application to register the trade mark 
with the patent office. To date, the 
patent office has turned them down.” 
He asserted that at least one major oil 
company has “opposed the registration 
of TCP as a Shell trade mark.” And 
he asked, “Why did Shell pick those 
three letters? With the whole alphabet 
to choose from, they picked three on 
which they had no protection.” 

Mr. Baker also says that “if Shell 
objects to the yellow and red can, the 
most they can get is an injunction to 
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make us change our colors. And if 
they’re right, we'll change.” 

Shell Rebuttal—From Shell’s New 
York office came this “official com- 
ment”: 

“Shell’s attorneys are currently pre- 
paring papers for its suit against 
American TCP Corp. for unfair com- 
petition and infringement of Shell’s 
trade mark TCP. That corporation 
sought a license from Shell, which was 
refused, to use the trade mark TCP, 
which has been registered in 48 states. 
Shell also has an application pending 
to register its mark TCP in the U.S. 
Patent Office. No adverse action has 


been taken up on that application, and 
the statement of Mr. Baker, president 
of American TCP Corp., that the ap- 
plication has been turned down is 
without foundation. The suggestion in 
his statement that one major oil com- 
pany has opposed registration of the 
mark in the U.S. Patent Office is like- 
wise in error.” 

Shell expected to file its complaint 
this week or early next week. 


How It’s Distributed 


The concentrate that touched off 
this battle is being canned and shipped 
at the Camden, N.J., plant of R. M. 
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Hollingshead Corp. Deliveries started 
in the middle of April. Mr. Baker says 
the plant is now on a third production 
run. He adds that the initial produc- 
tion run, estimated to last six weeks, 
was exhausted by the first week’s 
orders. The tricresyl phosphate used 
in the concentrate is being supplied by 
a large chemical company. In addi- 
tion to automotive jobbers, such mail 
order, chain, and department stores as 
Gimbels (New York), R & S Stores 
(Newark, N.Y.), and Gamble Skogmo 
(Minneapolis) are handling the prod- 
uct. It has been ordered in bulk 
(drums and 5-gal. cans) by some small 
station chains and fleet operators. 
Sales have been best in Florida, 
Georgia and California. Mr. Baker 
thinks selling TCP concentrate to serv- 
ice stations will be “tough.” He says 
“many stations probably will be afraid 
to talk up TCP because they would be 
promoting Shell.” He adds that “the 
biggest orders so far have been from 
wagon peddler feeders” (automotive 
sub-jobbers). 

Price to Motorist—The concentrate 
has a dual price schedule: 


Can Size 


4 oz. 1 pt. 1 qt. . 


Suggested retail 35¢ $1 $2 
Minimum (fair trade) 33¢ 98¢ $1.98 


The 1-qt. size is restricted to com- 
pany mail shipments to motorists, and 
its price includes mailing charges. 


Performance Promises 

Mr. Baker says a principal adver- 
tising approach will be this: 

“All cars except four makes are 
designed to run on regular gasoline. 
After having been driven for some 
time, cars get lead deposits that cause 
an increase in octane requirement. 
TCP concentrate eliminates this oc- 
tane need—making premium gasoline 
unnecessary in all cars except the 
four.” One company advertisement 
lists 13 cars “designed to run on 
regular gas”: Chevrolet, Chrysler, De 
Soto, Dodge, Ford, Hudson, Mercury, 
Nash, Plymouth, Pontiac, Willys, 
Kaiser, and Buick (Special). 

Other claims for the concentrate 
are that it “lubricates upper cylinder, 
prevents sticky valves, and ends gas 
line freezing.” Instructions on the can 
say that “extra TCP is not harmful; 
actually it contributes increased lubri- 
cation and performance.” The con- 
centrate is flammable, but has a 
certificate of approval from the New 
York Fire Department. 


Advertising Attack 


American TCP Corp. announced its 
concentrate to the trade April 1 with 
a promotion mailing to 10,000 auto- 


motive jobbers. Mr. Baker says his 
company is giving an advertising al- 
lowance to chain stores for co-opera- 
tive advertising. He adds that the 
stores are asking for newspaper mats 
and other ad material. 

Television and radio advertising of 
the concentrate “will be national by 
July 1,” according to Mr. Baker. 
Programs will ask motorists to phone 
in orders or send postcards for TCP 
concentrate in 1-qt. cans. 

Full-page ads pushing the product 
are in the May issues of Popular Me- 
chanics and Popular Science, now on 
the newsstands. American TCP Corp. 
plans to plough back 25% of its prof- 
its into advertising. 


Filing Date Delayed 


In Texas Antitrust Suit 


The deadline has been extended for 
filing arguments in a motion for re- 
hearsing of a Texas anti-trust suit 
against 10 principal gasoline market- 
ing companies in the state that hiked 
prices in 1946 and 1947. 

Third Court of Civil Appeals at 
Austin has moved the deadline to May 
21. 

Earlier this month, the court re- 
versed an Austin district court’s judge- 
ment and ordered trial of charges filed 
in 1949 by Texas’ attorney general. 

The state alleges that the price 
boosts after controls were lifted re- 
sulted from an unlawful conspiracy. 

Seven companies already have filed 
motions for rehearing. If this move 
fails, they are certain to appeal to the 
Texas Supreme Court in an effort to 
avoid trial, which one defense attorney 
predicted would last six or eight 
months and cost “millions of dollars.” 

Applications have been filed by Ar- 
kansas Fuel Oil, Standard Oil of Texas, 
Phillips Petroleum, Humble Oil and 
Refining, Cities Service, Continental 
Oil and Magnolia Petroleum. Similar 
motions are expected from the other 
defendants—Gulf Oil, The Texas Co. 
and Sinclair Refining. 

The oil companies charge numerous 
errors in the civil appeals court opin- 
ion that the case should be tried on its 
merits. They contend that the state’s 
charges were too vague to answer and 
that some acts on which the state re- 
lied to show a background of unlawful 
action had been disposed of by an 


antitrust suit decided in Texas nearly 


16 years ago. 

“Appellant has failed to allege any 
facts, as distinguished from mere con- 
clusions, which if proved would show 
that an unlawful agreement, combina- 
tion or conspiracy ever existed,” said 
Magnolia’s request for rehearing. 
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New Refinery Planned — Tide Water 
Associated Oil Co., will build a 
100,000-b/d refinery, to supplant its 
present 87,500-b/d, Bayonne, N.J., 
plant. The refinery will be built “at 
one of several Eastern Seaboard sites 
currently under consideration.” 


Milligan Moves Up—Robert L. Mil- 
ligan, executive vice president, has 
been named president of Pure Oil Co. 
He succeeds L. S. Wescoat, now chair- 
man of the executive committee, who 
has reached normal retirement age. 
J. Porter Langfitt, senior vice presi- 
dent, fills Mr. Milligan’s former post. 


German Cat Cracker Opened — 
Ebano Refinery in Hamburg is now 
the largest refinery in Germany as a 
result of the opening of a new ca- 
talytic cracking plant there, April 29. 
The refinery’s throughput is now 
1,840,000 tons of crude annually 
(about 35,000 b/d). 


Two Majors Hike Earnings — Jersey 
Standard estimates its consolidated net 
earnings for the first quarter of 1954, 
as 5.8% above the fourth quarter of 
1953, and 15.9% above the first 
quarter of 1953. Standard Oil Co. 
(Kentucky) reports an increase of 
27.9% in net profit for the first quarter 
of 1954 as compared with the first 
quarter of last year. 


Shell's Earnings Up 30%—The net in- 
come of Shell Oil Co. and its wholly 
owned subsidiaries gained 30% in the 
first quarter of 1954, over the same 
period in 1953. But this income, al- 
most $33.2 million, was only 3% over 
the reported rate during the last half 
of 1953. President H. S. M. Burns 
predicted a higher net income in 1954. 


Spending Record Set—Royal Dutch/ 
Shell Group made the largest total 
capital expenditure in its history dur- 
ing 1953, with an increase of 17% 
over expenditures in 1952. Net in- 
come for Royal Dutch/Shell rose 4% 
in the same period. The statement said 
loss of income from 40% drop in 
tanker freight rates was offset by the 
increase of crude prices in mid-1953, 
and by higher earnings by Shell Oil 
Co. in the U.S. 


Conoco Boosts Spending—Continen- 
tal Oil’s capital expenditures of nearly 
$19 million in the first quarter of 1954 
was an increase of 17.6% over the 
rate of spending for the same period 
last year. The company’s net income 
for the period was up 15.7% from 
last year. 
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GOVERNMENT 


LaFortune 





Stewart 


PREPARING TO LEAVE his post as Deputy PAD, Joseph. A. LaFortune turns over 
his desk and his chores to Hugh Stewart, acting director, Oil and Gas Division 


PAD Gone, Leaves Many Signposts 


The Petroleum Administra- 
tion for Defense was disbanded 
April 30, but it left behind a 
useful bridge between past and 
future emergencies. 


PAD, in meeting the demands 
of the recent mobilization pro- 
gram, helped clear the path for 
a quick approach to similar 
problems down the road. 


With PAD gone, four important links 
remained between government and 
the industry to help give each a knowl- 
edge and an understanding of the 
other’s abilities, needs and problems: 
The Oil and Gas Division in the De- 
partment of Interior, the recreated 
Military Petroleum Advisory Board, 
the National Petroleum Council and 
the Foreign Oil Supply Committee. 

In addition, there is a sizable pool of 
PAD “graduates” who now have what 
Washington fondly calls the “over-all 
picture” because of their experience in 
wrestling with government-industry 
problems at close range. 

OGD Is Closest—The Oil and Gas 
Division will now be the government’s 
immediate point of contact with the 
industry. It will be small in size—how 
small depends on what budget it finally 
gets from Congress—and it will not 
have the power that PAD had to issue 
orders and directives. It can’t tell the 
industry what it must do but it can ask 
the industry and make suggestions to it. 

But OGD will continue to make 
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recommendations to the Office of De- 
fense Mobilization on rapid tax write- 
off applications. It will continue to en- 
force the Connally Hot Oil Act, it will 
do program planning and it will be the 
government’s “interpretative” expert on 
matters involving petroleum. 

It will also work with the MPAB and 
NPC and will direct the Foreign Oil 
Supply Committee. 

And perhaps, most important, it will 
be in a position to help get things mov- 
ing if and when another international 
crisis hits. For example, it will keep a 
“live” file of industry people who could 
be called upon at a moment’s notice to 
form the nucleus of a new defense 
agency patterned after PAD. 

The Military Pipe Line—The MPAB 
will have the important role of working 
directly with the military in studying 
long-range military requirements (not 
day-to-day needs) and in determining 
whether the industry would be in a 
position to meet those needs at a given 
place and time. 

Government officials feel that MPAB 
is one of the best training grounds for 
future defense agency officials. 

When PAD was established, Bruce 
K. Brown was picked from the MPAB 
to be deputy administrator of the 
agency. 

A. P. Frame, Brown’s first assistant, 
was also a member of MPAB. J. Ed 
Warren, who succeeded Mr. Brown, 
had had experience as a board mem- 
ber, too. 
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Louisiana Marketers 
Endorse New Tax Plan 


Louisiana Oil Marketers Assn. is 
endorsing a bill it hopes will be intro- 
duced to the Louisiana legislature in 
May, to “correct the widespread 
abuses” in the present state taxes on 
butane, propane and Diesel fuel. 

Association president, Harry Huber, 
of Lake Charles, La., says the state 
should be collecting between $115,000 
to $120,000 monthly on these taxes 
but instead is receiving only about 
$55,000. 

Under the present law, the tax is 
supposed to be collected and turned 
over to the state by the “end seller,” 
which in many cases is a service station 
dealer. Louisiana marketers call this a 
headache. 

The proposed bill would provide 
that the wholesale distributor be li- 
censed and bonded, and given the 
responsibility of collecting the tax for 
the state. 


Nine Gasoline Brands 
Slated for Thruway 


At least nine brands of gasoline— 
Atlantic, Calso, Cities Service, Esso, 
Gulf, Mobilgas, Sinclair, Sunoco and 
Texaco—will be available on the New 
York Thruway as a result of bids 
opened April 28 by the New York 
Thruway Authority. 

High opening bidders for leases on 
the five locations were: 

Coxsackie and Glenmont—Sun Oil, 
7.27¢ per gal. 

Westmoreland—The 
7.62¢. 

Victor—Sinclair, 7.11¢. 

Scottsville—Gulf, 6.82¢. 

Nine companies submitted a total of 
28 bids for leases on the five locations. 
Bids have now been completed on 25 
out of 27 sites on the 427 mile thruway 
which will extend from Buffalo to 
New York City. Bids on the remaining 
two locations will be opened May 5. 


Texas Co., 


Atlantic Chairman Retires 


Robert H. Colley retired as chair- 
man of the board of the Atlantic Re- 
fining Co. on April 30, but will con- 
tinue as a director. 

Mr. Colley was appointed chairman 
of the board in 1952, after serving as 
president of the company since 1937. 
During his term as president, Mr. 
Colley guided the company through 
the war years and the beginnings of 
the expansion that followed. He has 
been connected with the oil business 
for 48 years, and with Atlantic since 
1919. 
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TAXES 


Ellis Spells Out Tax Law Change 


After conferring with the In- 
ternal Revenue Service, General 
Counsel Otis H. Ellis of the Na- 
tional Oil Jobbers Council has 
spelled out a method of handling 
the 2¢ gal. federal excise tax on 
“hot tractor fuels.” 

The new tax collection plan 
went into effect at midnight, 
April 30. 

“While I am reasonably sure the 
existing regulations will be modified, 
I cannot be completely certain until 
the new regulations are finally issued,” 
Mr. Ellis said. 

The change was enacted by Con- 
gress in Public Law 324 dealing with 
excise taxes. 

It applies to so-called “hot tractor 
fuels”—benzol, benzene, naphtha, liq- 
uefied petroleum gas and others—that 
are sold for any purpose other than 
use in “a motor vehicle (farm tractors 
excepted), motor boat or airplane.” 

The major change is that the 2¢ tax 
no longer is imposed at the manufac- 
turer’s (supplier) level. Instead, it is 
imposed when it reaches either the ulti- 


mate vendor (jobber or service station 
operator) or the user. 

How It Works—Mr. Ellis offers this 
advice on the method of handling the 
tax until IRS regulations are issued. 

For products received by the reseller 
after the effective date, the rules are: 

—If the product is delivered into a 
motor vehicle (other than a farm 
tractor), motorboat or airplane, the 
reseller collects 2¢ tax from the pur- 
chaser and holds it for remittance to 
the federal government, under the 
method specified by the forthcoming 
regulations. 

—If nothing about the sale indicates 
use in a motor vehicle, motorboat or 
airplane is intended, no tax should be 
collected by the reseller. But the pur- 
chaser should be told that he must pay 
the tax to the federal government if 
used for any of those purposes. 

—Accurate records should be kept 
by the reseller of taxable sales. 

For products on hand by the reseller 
as of April 30, on which the tax has 
been paid, the following recommenda- 
tions are offered. 


—Accurate inventory of such prod- 
ucts should be made as of midnight 
April 30—before any sales May 1. 

—All sales for use in a motor ve- 
hicle, motorboat or airplane should 
include the 2¢ tax. 

—No tax should be imposed on 
sales to customers not using the prod- 
uct for those purposes. But accurate 
records should be kept on non-taxes 
sales. 

—Arrangements are being made 
whereby IRS regulations requiring ex- 
emption certificates from users on 
inventory stocks sold after May 1 will 
be eliminated. But the ultimate vendor 
(jobber or station operator) will be re- 
quired to file an affidavit showing the 
quantity of such floor stocks sold for 
tax-exempt use. 

Certificate Not Needed—tThe user’s 
exemption certificate on sales after 
May 1 of products on hand at mid- 
night April 30 (on which the tax has 
been paid) no longer will be required 
to support the reseller’s application to 
the supplier for refund. 

Instead, the reseller will file a cer- 
tificate or affidavit with the supplier 
stating he sold a certain quantity of 
tax-paid product for tax-exempt use. 

Mr. Ellis stressed the necessity of 
keeping accurate records. 
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Complete Warehouse Stocks 
of HI-V-1 oil available: Enid, 


@ Your customers will go for the 





°PREVENTS ——— 


VAL LLG 


richer, tougher, longer-lasting film of pro- 
Oklahoma City, Okla.; Su- 
perior, Omaha, Grand Is- 
land, Lincoln, Nebr.; Hutch- 
nson, Kans.; Mason City, 
Rock Rapids, Cedar Rapids, 
lowa; Fulton, Mo.; Amarillo, 
Texas; Denver, Colorado. 


tection given to engines by Heavy-Duty 


Wegqt 


a product of 
CHAMPLIN REFINING COMPANY 
Enid Oklahoma 


HI-V-I! Highly heat-resistant, HI-V-I pro- 
vides extra protection from engine wear! 
Write, wire or phone about obtaining 
your HI-V-| dealership! 
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SPREADING NETWORK of the Great Lakes pipe line shows how ... 


Line Grows With Midwest Demand 


This week across southeastern 
Nebraska cleanup crews were 
clearing the way for the Great 
Lakes Pipe Line Co.’s third 
major postwar expansion pro- 
gram. 

When the construction on this 
and three other lines is finished 
sometime in August, petroleum’s 
lifeline into the great farm states 
of the Midwest will have been 
expanded by 714 miles, bringing 
the total mileage of the system to 

- 5,142. 

The Nebraska section, an 8-inch line 
from Nebraska City on the Missouri 
River 132 miles westward to Doni- 
phan, is a new extension which will 
open up a new distribution area for 
Great Lakes. 

Products will fan out from a new 
terminal at Doniphan into such 
populous centers of central Nebraska 
as Grand Island, Hastings, Kearney 
and Columbus, and the rich farm areas 


22 


that have become a big oil market. 

The rapid expansion of Great Lakes’ 
system since 1945 tells the story of an 
amazing increase in the demand for 
and use of petroleum products on the 
farms and in the towns and cities of 
the nation’s breadbasket. 

This year’s expansion program is 
designed to enable Great Lakes to 
move greater amounts of burning oils 
in advance of the heating season into 
Iowa, Nebraska, Illinois, Minnesota, 
Wisconsin and the Dakotas. 

When construction is completed, 
daily capacity, based on _ gasoline 
pumping, will be increased approxi- 
mately 318,000 bbl. out of Kansas City 
to the north, east and the northwest. 
Shipments of products through the 
Great Lakes system in 1953 totaled 
3,209,990,784 gal., or, 2,306,420,298 
gal. of gasoline and 903,570,486 gal. 
of distillate. 

More Coming — Quickly following 
the Nebraska project will be a new 


line to boost oil product flow to ter- 
minals at Alexandria, Minn., Fargo 
and Grand Forks, N. Dak., and Des 
Moines, Iowa. 

This is a 12-inch line which will be 
laid laterally from existing lines near 
Minneapolis westward to Willmar, 
Minn., where it will parallel the pres- 
ent 8-inch line to Alexandria. From 
there, an 8-inch extension will be built 
along the route of an older 6-inch line 
to Fargo. 

The third new section to be laid this 
summer will be a 12-inch line between 
Kansas City and Des Moines to supple- 
ment Great Lake’s present 12-inch and 
two 8-inch pipes. 

Fourth phase of the program is an 
8-inch line from Iowa City 127 miles 
eastward to a junction with the new 
Badger Pipe Line some 32 miles east 
of Prophetstown, IIl. 

This section will parallel an exist- 
ing 6-inch line from Des Moines to 
Chicago. 

On the Schedule—Other phases of 
the 1954 program are: 

1. Capacity of the 12-inch line from 
Des Moines to Minneapolis will be in- 
creased by powering it with pumping 
stations at 50-mile intervals instead of 
the present 100-mile spacing. New 
pumping units will be installed at 
existing mid-point stations. 

2. Additional tankage will be erected 
at Mankato, Minn. 

3. The 6-inch line from Des Moines 
to Chicago will be repowered to in- 
crease its capacity about 2,000 b/d. 
Great Lakes will substitute 400 h.p. 
electric units for Diesel driven pumps at 
Donahue, Iowa, and Prophetstown and 
Lee, Ill., and will build a new electric 
station at Iowa City. This installation 
will replace the present Diesel station 
at Oxford, Iowa, which will be aban- 
doned. 

Great Lakes’ first expansion program 
spanned the years 1945-1947. It in- 
creased the system’s capacity by 50% 
and involved the laying of 1,200 miles 
of 6 and 8-inch lines. 

Also included was the construction 
of 14 new primary pump stations and 
eight new delivery terminals, and the 
remodeling of buildings and facilities 
at 14 existing pump stations and two 
terminals. 

But, long before the 1945-1947 pro- 
gram was completed, Great Lakes real- 
ized that it and the industry generally 
had drastically underestimated the 
future demands for petroleum products 
in the area served—lIowa, Wisconsin, 
Minnesota and North Dakota, most of 
South Dakota and Nebraska, and parts 
of Kansas, Missouri, Illinois, Indiana 
and Michigan. 


The development that Great Lakes 
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CRANE 


IRON BODY — WEDGE DISC 


Clamp Gate Valves 


Low in first cost, as well as in upkeep... and 
look at their wide utility— 

Use Crane Clamp Gate Valves for steam; hot 
and cold water; crude, fuel, and lubricating oil; 
air, gas, and gasoline service. 

Also in food and chemical process industries 
for caustic solutions, alkalies, corrosive chemicals, 
and gases. 

You'll find Crane Clamp Gate Valves extra 
rugged, with a strong reinforced body and husky 
stem. Their compact design means a better fit 
for more places ...a saving on piping in many 
cases. And because of the simplified clamp con- 
struction, these valves enjoy wide favor where 
frequent cleanout is essential. The bonnet as- 
sembly and wedge disc lift out easily—the body 
stays in the line. Reassembling is no problem— 
the bonnet joint makes up tight and stays tight. 

Wide choice of regular patterns, all-iron or 
brass trimmed. On inside screw all-iron valves, 
an improved self-draining bonnet prevents en- 
trapment of line fluids in the bonnet—protects 
the threads, keeps the stem working smoothly. 
Send for Folder AD 1667 or ask your Crane 
Representative for full details. 


THE BETTER QUALITY...BIGGER VALUE LINE...IN BRASS, STEEL, IRON 


CRANE VALVES 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES - FITTINGS - 
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Crane Wedge Disc Clamp Gate Valves 
come in OS&Y, inside screw, and quick- 
opening patterns, all-iron or brass trimmed, 
screwed or flanged end. Sizes up to 4 in. 
Working pressures up to 150 p.s.i. satu- 
rated steam, 225 p.s.i. cold service. 
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PIPE LINES 


shippers had not foreseen in 1945 was 
that instead of decreasing, the demand 
for gasoline and other refined products 
would increase at an unparalleled pace 
with the advent of a peacetime econ- 
omy. 

As Great Lakes noted at that time: 

“Automobiles and trucks filled the 
nation’s highways at an ever-growing 
rate. On farms. . . the remaining work 
horses were sold or turned out to pas- 
ture with a resulting increase in rural 
demands for gasoline and distillate. 
Farm petroleum requirements were fur- 
ther increased as additional thousands 
of families discovered the convenience 
of oil burning heaters.” 

Thus, in 1949, Great Lakes em- 





barked upon a second expansion pro- 
gram which was completed in the fall 
of 1951. It increased the system's cap- 
acity to 300% greater than it was in 
1945. 

Involved was the laying of 1,300 
miles of 12-inch lines and 152 miles of 
8-inch lines, as compared with the 
smaller capacities of the earlier pipes. 

Also constructed in the 1949-1951 
period were additional transport lead- 
ing facilities and tankage with a gross 
capacity of 3,780,000 bbls. at nine of 
the 14 terminals, a new pump station 
at Pipestone, Minn. and new buildings 
at Cushing and Drumright, Okla. Six- 
teen pumping stations were enlarged to 
accommodate new equipment. 
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Don’t let rust and corrosion ruin your 
engine! New car or old, rust plays no 
favorites. It accumulates in the cooling 
system until eventually disaster strikes. 
One can of Warner Protector —a chemical 
compound, not an oil —will prevent rust 
and corrosion from forming... guard 
your engine all summer long ! Get Warner 
Protector at your service station or auto 
supply store now/ 

WARNER-PATTERSON COMPANY—CHICAGO 5 


Warner-Patterson Compony of Canada, Ltd. 
191 Queen St., E., Toronto 
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Warning! Clean your 


cooling system now! 


ws 
STOP RUST damage to 


the cooling system of yourcar! 4 , 


Demand genuine 
Warner Radiator Cleaner 


the non-acid cleaner that dissolves clogging oi! muck— 
flushes out dangerous rust and corrosion. It works while 
you drive—cleans out your entire cooling system— allows 
water to circulate freely! 
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LUBRICATION 


No Change Expected 
In Cutting Oil Tax 


Industry representatives conceded 
last week that they had almost given 
up hope that Congress would take any 
action this session to simplify the ad- 
ministration of the new 10% tax on 
cutting oils. The new tax replaces the 
6¢-a-gal. tax still applying to lubricat- 
ing oils. 

Last week, members of the Ameri- 
can Petroleum Industries Committee’s 
Excise Tax group met with congres- 
sional tax experts to explore the 
problem. 

The industry group recommended 
three possible means of simplifying 
administration of the tax: 

1. Eliminate entire tax on cutting 
oils. (Nobody holds much hope for 
this one.) 

2. Change 10% tax (on manufac- 
turer’s sales) to a flat 3¢ a gal. tax on 
cutting oils. (Capitol Hill reaction to 
this was described as sympathetic but 
not too hopeful. Apparent feeling is 
that reopening of the excise tax ques- 
tion to correct a problem for one 
industry would invite a flood of re- 
quests from other industries.) 

3. Incorporate a credit and refund 
section in the new law, and change the 
definition of cutting oils simply to “any 
oils used for the purpose of cutting.” 

Aghast at Complications — One 
member of the industry committee said 
the Internal Revenue and Treasury 
people were “aghast” at the complica- 
tions of the bill and seemed to be in 
favor of something along the lines of 
their 3¢-per-gal. recommendation. An- 
other committeeman reported that 
Edward C. Rustigan, of the Treasury 
Department, said he would present 
the industry’s views to top policy- 
making people. The Department might 
then decide whether to press Congress 
for clarification of the tax. 


New Grease Marketed 


Jobbers, dealers and bulk plants 
throughout Gulf Oil Co.’s marketing 
territory now are getting Gulflex A, 
new multi-purpose automotive grease. 
The company says its new lithium- 
base grease underwent five years of 
development and extensive field test- 
ing before being released. 


Phillips Offers New Oil 


May 11 marks the introduction of 
Phillips Petroleum Co.’s first all-season 
motor oil, “Trop-Artic,” through all it 
marketing outlets. The product is de- 
signed to “meet the most severe test 
standard recognized for passenger car 
oils by automotive, petroleum and con- 
sumer groups.” 
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Burned valves are ca 


the fault of the fuel or oil 


Yet, your fleet and farm account 
salesmen often have to take the 
brunt of valve-burning complaints. 
Now, the 4-page, pocket-size folder 
shown above can help you and your 
representatives get off the hook on 
these complaints. 

Graphically illustrated by car- 
toon drawings, this folder explains 
why most valve troubles are the re- 
sult of improper engine mainte- 
nance and operation. It discusses 
carburetor mixture settings, cooling 
system troubles, valve seating and 
other factors contributing to valve 
burning. Involved technical discus- 
sions are avoided. The copy is clear, 
simple and easy to remember. 

For sample copies and informa- 
tion on how to obtain “burned 
valves” folders for your salesmen, 
ask a Du Pont representative or 
write to any Du Pont Petroleum 
Chemicals Division regional office. 











Jet Fuel Research 
Program Initiated At 
Petroleum Laboratory 


As the jet age advances at a fast pace, 
refiners are being confronted with new 





Operator at the control panel of the “Jet Room 
in the Du Pont Petroleum Laboratory. 


problems involving the combustion 


characteristics of jet fuels. 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. 1. du Pont de Nemours & Company [Inc.! 





Du Pont Develops Syphon Starter 
To Overcome Tetraethyl Lead 
Tank Car Unloading Problems 


Syphon breaks caused by leaks in the vacuum system used for unloading 


TEL tank cars pose troublesome unloading proble ms. 


The development 


four years ago of the Du Pont Metal-Flex unloading hose has helped to 
overcome most of the difficulties where smaller weigh tanks are used. 
However, the current use of larger weigh tanks and gasoline of higher 
Reid Vapor Pressure has, in many cases, made it difficult and often impos- 
sible to create enough vacuum to unload the bottom portion of the tank 
car directly into the weigh tank. This difficulty generally results in consider- 


able loss of time and e ficiency. 








Tank car unloading operations ore exactly simulated by this scale model. The weigh tank is on the 
left and the tank car on the right. Mercury is used in the model to simulate tetraethyl lead compound 





To help in the schition of the se ali 
lems, the Du Pont Petroleum Labora- 
tory has added new facilities for jet 
fuel research. These are currently be- 
ing employed to study the effects of 
various additives for improving the 
performance of jet fuels. The present 
investigations are concentrated on three 
of the most pressing problems. . . (1) 
carbon deposition, (2) nozzle clogging, 
and (3) smoke. 

This work on jet fuel additives is 
part of an extensive research program 
at the Petroleum Laboratory and other 
associated Du Pont laboratories. 





But it is now possible to solve this un 
loading problem quickly and easily 
with the aid of a specially-designed 
“syphon starter. 


Developed by Du Pont 

Du Pont engineers and technical rep- 
resentatives were frequently called up- 
on for help in solving unloading diffi 
culties at customer plants. Determined 
to lick the problem, one of these men 
went to work and came up with the 
solution. 

As a result, a new Du Pont-designed 
ry that acts as a syphon starter 


was developed. 
OVER 
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This diagram explains the basic principles in 
the Du Pont syphon starter system. “A'’ repre- 
sents the standard standpipe. ‘'B"' indicates the 
perforated standpipe and shield. “C"’ is the 
syphon starter valve. 


Getting the last drop 

Suppose you have a weigh tank which 
you would like to fill to capacity. You 
can unload one tank car of TEL com- 
pound into it quite readily. But by the 
time you work down to the “heel” of 
the second carload, your troubles be- 
gin. Only too frequently that last 1,000 
lbs. or so of TEL compound just won’t 
syphon out of the tank car. 

What has happened? For some rea- 
son or other, your syphon has broken. 
This is most likely caused by air get- 
ting into the system from a packing 
gland leak around a valve or a vortex 
forming in the compound at the bot- 
tom of the tank car. 

When the syphon breaks at this point, 
it is generally difficult and often practi- 
cally impossible to re-establish it. 

What can you do? 

In the past, any one of several alter- 
natives has had to be employed to 
finish the unloading operation. One is 
by priming the line. You re-establish 
the syphon by bleeding in gasoline 
from the circulating system. The dis- 
advantage of this method is, of course, 
that the TEL compound is diluted and 
your blending formula upset. 

Sometimes it is possible to prime the 
line by an elaborate manipulation of 
valves which alternately connect the 
tank car to the eductor and then to the 





weigh tank. This method usually re- 
quires several operators and may _ 
compound directly into the gasoline 
instead of the weigh tank. 

On the other hand, you might choose 
to take the TEL directly from the tank 
car into your circulating gasoline sys- 
tem. But here again your blending cal- 
culations are upset and have to be re- 
figured. 

Another alternative would be to 
transfer some of the TEL compound 
out of the weigh tank and into some 
other storage tank. 

But all of these methods result in a 
waste of man hours and a loss in re- 
finery efficiency. 

The Starter 
Now, whenever your syphon breaks at 
a point where it is difficult to get 
started again, the Du Pont syphon 
starter comes to your rescue. 

The starter itself is an auxiliary 





standpipe. But it differs from the stand- 
ard standpipe in that it is perforated. 
This means that it takes full advantage 
of the vacuum above the liquid level. 

But being perforated, the standpipe 
has to be designed to prevent the build- 
up of a static charge which could be 
explosively dangerous since there is a 
chance that a gasoline and air mixture 
may be present in the tank. To guard 
against this danger, the perforated 
pipe is surrounded by an outer shield 
of tubing. The two units are welded 
together with a series of bracer mem- 
bers. 

Because of its potential for increas- 
ing unloading efficiency, you will want 
to know more about the new Du Pont- 
designed syphon starter. We suggest 
you discuss it with a Petroleum Chemi- 
cals representative, or address your re- 
quest for further details to the regional 
office of the Petroleum Chemicals Di- 
vision in your area. 








Metal-Flex Unloading Hose Another Du Pont 
Contribution To The Eductor System 





In TEL tank car unloading operations, 
leaks—although they may allow only a 
small amount of air to enter the vacuum 
system—are the most common cause of 
syphon breaks. 

It was to help prevent these leaks— 
as well as to add convenience to un- 
loading operations — that Du Pont 
developed the Metal-Flex unloading 
hose several years ago. Because of its 
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easy flexibility, it eliminates the bind- 
ing which tends to cause gland leaks 
on rigid lines. This also eliminates the 
need for many costly, hazardous gland 
repacking jobs. 

In fact, hardly any maintenance is 
required to keep the hose in working 
condition. This, added to the fact that 
only one man is required to connect 
and operate it, means that the Metal- 
Flex installation more than pays for it- 
self in added efficiency within a very 
short time. 
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E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 


Wilmington 98, Delaware 


Regional 
Offices: 


NEW YORK, N. Y.—1270 Ave. of the Americas 
CHICAGO, ILL.—8 So. Michigan Blvd. 

TULSA, OKLA.—1811 So. Baltimore Avenue 
HOUSTON, TEXAS—705 Bank of Commerce Bidg. 
LOS ANGELES, CALIF.—612 So. Flower St. 


Phone COlumbus 5-3620 
Phone RAndoilph 6-8630 
Phone Tulsa 5-5578 
Phone PReston 2857 
Phone MAdison 1691 


IN CANADA: Canadian Industries Limited — Toronto, Ont.— Montreal, Que.— Calgary, Alta. 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539—Wilmington 98, Del. 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (Inc.) 
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For Consistent Accuracy to the 
LAST DROP! 
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Choose BOWSER . . . the only pumps with XACTO METER 




















A Bowser Pump Measures Gasoline For 
Indianapolis Speedway Mileage Tests .. . 


This Xacto-Meter-equipped Bowser Pump delivers the 
“last drop” accuracy required for stock car mileage tests 
conducted under strict supervision at the Indianapolis 
Speedway. Several automobile manufacturers have 
used this Bowser Figure 595 Pump to obtain accurate 
mileage and performance data for official A.A.A. rec- 
ords. This same accuracy protects gasoline marketers. 
Every Bowser Pump is equipped with the identical 
standard Xacto Meter used in this test installation. 


CHOOSE FROM THE INDUSTRY’S MOST COMPLETE LINE 
. - - ALL HAVE XACTO METERS AND ALL ARE AVAIL- 
ABLE IN STANDARD OR REMOTE CONTROL MODELS 


HI-SPEED 
SIAMESE TALL NON- TICKET ROL-WAY NON- RETRIEVER NON- HI-SPEED TICKET 
2-CAR COMPUTER COMPUTING PRINTER COMPUTER COMPUTING COMPUTER COMPUTING COMPUTER PRINTER 


BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, IND. 
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Photo by Underwood & Underwood 


Machines instead of muscles! 


Imagine the strip-pit coal mining operation, shown 

above, without the giant shovel... with only men and hand 

tools. You would have to measure productive capacity 
in pounds instead of tons. 


But even men with hand tools could produce more than 

the heaviest equipment... if that equipment is broken 

down because of faulty lubrication, Only the right lubricant 

provides the “muscles” needed to keep bearing surfaces 
from grinding destruction. 


We here at Battenfeld make available to you our 35 years of 

experience in compounding lubricants for specific job 

requirements. Bat’s greases are compounded products of 
many types, each with its own purpose. Our lubricants “ateses wll the 


; sons alg 4 , : ‘ a 
are literally millions of units in protective action! ... highly Batlas*, che Battenfeld 


: H ; ‘strong man”... even 
complex units whose molecular structure varies widely Peer pa AE .. 
with the job each grease must do. 90,000 Ibs. and toler- 
iodo cack 

Battenfeld is research and production headquarters (*Trade Mark Registra- 


. . tion lied for.) 
for lubricating greases sold under the trade names of the — 
nation’s most famous marketers and jobbers. 


Your inquiry is cordially invited. 


T \ Molecular structure vate ae: 
/ ies widely between scien- © 
le l tifically compounded Bat- © 


tenfeld greases —accord- 


ing to the condition um 
roo international headquarters for der which bearing sur- 


KR LUBRICATING GREASES epemmmiacag cron 


V2 produced for famous marketers 2 


* Business Is Ingreasing” 
* TRADEMARK 


BATT I \ FE LD 3148 Roanoke Road, Kansas City 8, Missouri 
725 Second Ave. No., Mianeapolis 5, Minnesota 


GREASE & OIL CORPORATION Box 144, North Tonawanda, New York 
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OIL-HEATED HOME 
Cost of fuel oil $55.91 
Cost of electricity 5.49 


Tota. cost $6].40 


GAS-HEATED HOME 
Cost of gas $74.10 
Cost of electricity 4.50 


rota.cost $78.60 
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COMPARATIVE COSTS of heating these Baltimore homes were used by oil heat men in advertising fight against natural gas 


How Oil Heat Can Lick the Gas Threat 





There was worry—even some downright consternation—among 
Baltimore fuel oil dealers in 1950 when a natural gas pipe line 





A Case History 


National Petroleum News in 
its March 3 issue, carried a spe- 
cial report on natural gas, point- 
ing up its spread to virtually all 
corners of the nation and its im- 
pact on fuel oil. The report dealt 
with the general, over-all prob- 
lem of natural gas competition. 

Today’s report is a specific 
case history about what the deal- 
ers did in one city—Baltimore. 

Their efforts have attracted 
widespread attention and have 
been used as a pattern in other 
areas where natural gas has 
moved in. 

In nearby Washington, D.C., 
where gas has made heavy in- 
roads, fuel oil dealers quietly 
kick themselves for having put 
up only token resistance instead 
of making a ding-dong scrap of 
it as their sister city did. 








reached that city. 


Now, in 1954, much of the worry and practically all the panic 


have vanished. Natural gas is still 
there, of course, fighting for 
customers, but the fuel oil deal- 
ers have been battling back in 
robust style for four years with 
gratifying results. 

Conversions from oil to natu- 
ral gas have been slowed to a 
virtual standstill instead of 
reaching the landslide propor- 
tions experienced in some re- 
gions. Only in new construction 
has natural gas made substantial 
headway. 


Furthermore, the over-all sale of 
fuel oil in Baltimore has continued to 
increase, although admittedly at a 
slower rate than if there had been no 
natural gas competition. It has been 
estimated ‘that the annual increase has 
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been about 3% since the advent of 
natural gas, instead of the 10% or 
12% it would have been otherwise. 

This, then, is “The Baltimore Story”: 

It started with a basic decision to 
fight. Even this wasn’t as simple as 
it sounds. Some dealers felt the market 
was big enough to absorb both fuels 
for some time to come. Others were 
inclined to roll with the punch, figur- 
ing it wouldn't be wise to do open 
battle with a big, powerful natural 
gas company. 

But the complacent and the faint 
of heart were in the minority. The 
others were ready to go, individually 
or collectively. 

Building the Attack—The next log- 
ical step, then, was to decide how to 
go about it. It was quickly obvious 
that such a campaign should be a 
joint, planned effort by a group rather 
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FUEL OIL 


than random, sporadic efforts by in- 
dividual dealers. 

The Oil Heat Assn. of Maryland 
therefore became the hub of the move- 
ment. 

At that time, and in the months and 
years to follow, Hollis Albert was a 
key figure. He was president of Oper- 
ators Heat, Inc., an average-sized fuel 
oil company, and he was then the 
unpaid secretary of the Oil Heat 
Assn. (The association now has a 
full time executive secretary.) 

The natural gas company was mak- 
ing quite a play of its entry into the 
city. There were newspaper stories, 
full-page advertisements and other de- 
vices to let the public know that Bal- 
timore was no longer a “backward” 
city; it now had the “natural” fuel, 
natural gas. 

It was obvious that public interest 
was aroused, Here was, for them, a 
new fuel which promised all of the 
advantages and none of the disadvan- 
tages of their present type of fuel. 
And, they were told, it would be cheap. 

It quickly became obvious to the 
fuel oil people that use of natural 
gas could become a popular fad, that 
a fuel oil user might feel he was “old 
hat” if he didn’t switch to natural gas. 

Through the Pocketbook—lIn plan- 
ning their counter-attack, the fuel oil 
dealers decided on the “pocketbook” 
approach. Thus, their opening cam- 
paign was centered around cost. 

Their theme became: “Oil Heat 
Costs Less, Much Less Than Natural 
Gas.” 

They ran full-page advertisements. 
They had decals printed and displayed 
on trucks and billboards. They stuffed 
reprints of the ads in envelopes ad- 
dressed to their customers. They used 
stickers on all their outgoing mail. 
They used radio and, later, television 
spots. 

To prove their point on costs, they 
ran a heating experiment on two 
houses. These houses, side by side, 
were as nearly identical as could be 
found, and the families living in them 
were of the same size and age group. 
Natural gas was used in one house 
and fuel oil in another. 

When the experiment was over, big 
ads appeared, picturing the two homes 
and giving the detailed heating costs 
for each, showing that heating oil 
was 28% cheaper. Appearing with the 
ad was a letter of verification from an 
independent engineering firm which 
had conducted the test. 

Some of the ads also warned that 
with the nationwide increase in natural 
gas use, there was strong evidence 
that natural prices would go up and 
up. Thus, they contended, Baltimore 
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He Leads Oil's Fight 


Hollis Albert of Baltimore, Md., 
began as a coal dealer in 1925. He 
built up a good business then saw it 


fade away under the steady rise of 


fuel oil. After the war he reached the 
conclusion he couldn’t whip the com- 
petition, so he would join it. Thus he 
became a fuel oil dealer. 

In 1950, natural gas reached Balti- 
more, complete with hoop-la about 
how this was the “modern” fuel. Mr. 
Albert did some heavy thinking: He 
had been forced to switch his bus- 
iness once because of a new competi- 
tor. Was this to happen again? 

He decided to stick with oil, and 
made up his mind he wouldn’t yield 
a customer without a struggle. So Mr. 
Albert rounded up other fuel oil 
dealers and they mapped a course of 
action — aggressive action to protect 
their market. 





home owners should not be “taken in” 
by talk of low costs of natural gas. 

The natural gas company didn’t take 
this outburst lying down, of course. 
They fired back with ads of their own 
to counteract the fuel oil campaign. 
For example, they made a full-page 
reply to the “comparison” ad the fuel 
oil dealers had run on the two-house 
experiment. The reply tried to cast 
doubts on the accuracy of the fuel 
oil report and ended up, rather lamely, 
with the argument that one single 
experiment wasn’t basis for any gen- 
eral conclusions. 

The Attack Widens—Eventually, 
however, the fuel oil people decided 
they may have been putting too much 
emphasis on cost. The awareness de- 
veloped after they had run a survey 
of Baltimore home owners to de- 
termine what factors they considered 
in choosing their type of heat. The 
fuel oil people discovered that price 
was only part of the picture, and in 
many cases it wasn’t even the most 
important factor. 

So the fuel oil people began to di- 
versify their approach. They had 
noted, for example, that the gas com- 
pany was stressing the fact that its 
fuel was clean, leaving the impression 
that fuel oil was dirty, unsanitary and 
messy. 

The dealers fired back with what 
was perhaps their most effective ad. 
It pictured a hospital operating room, 
with doctors and nurses working over 
a patient. The punch line was this: 
“17 major Baltimore hospitals use 
automatic heat; where cleanliness is 
vital, oil heat keeps it clean.” 

Also, they noted that the natural 


gas company was stressing how “pop- 
ular” natural gas was, and was citing 
figures to show how many new homes 
were being equipped to use natural 
gas in Baltimore and in Washington. 

What They Found—tThe fuel oil 
dealers did a little checking of their 
own and came back with a report that 
where the homeowner in Baltimore 
had his choice fuel oil was running 
ahead of natural gas two to one. 

The point they sought to make was 
this: The professional builder natural- 
ly wants to save money if he can; and 
gas installations are cheaper than oil 
burning equipment. So the original 
cost, not the heating cost or efficiency 
or any other factor, is important. 

But, the fuel oil people said, in the 
individually-built homes, where the 
buyer had his pick, oil was still the 
most favored type of fuel. 

Gradually the tenor of oil heat 
advertising shifted to this theme: Oil 
heat is safe, clean, automatic and de- 
pendable. And in Baltimore it cost 
less than other fuels. 

Fairly early in the campaign, the 
fuel oil people realized they were not 
going to make any great headway in 
getting the new housing additions. In 
fact there wasn’t much room at all 
for expanding their market. What be- 
came of paramount importance, then, 


_was keeping the customers they had. 


Oi?s Platform—To do this, they 
have stressed a number of points, in- 
cluding the following: 

e They sought to convince the fuel 
oil heat user that he made no mistake 
when he originally invested in fuel 
oil heating equipment. He would be 

(Continued on page 31) 


NATIONAL PETROLEUM NEWS + May 5, 1954 





———— ee 


pOWERY 


ant SUPER Fye, 


wih POWER-X | 


Sinclair's Greatest Advertising Campaign is Rolling in High 
..-Let It Roll New Business Your Way! 


Look at the big smiles on the faces of Sinclair Dealers. Look at the reason: new profits 
from new customers who have switched to Sinclair’s new premium gasoline — POWER-X. 





Look at the smashing new advertising campaign launched in April. It’s Sinclair’s greatest! 
Big, striking ads in over 400 newspapers. Radio spots — hundreds of them — day after day 
after day. TV spots convincing millions of viewers. Look at the way Sinclair stations are 
dressed up to welcome the new customers coming in to “Power up with POWER-x”! 


Then take a good look at your own future! Last year, more than 2,000 Dealers 

like you did. They didn’t sit back and just watch . . . they switched to Sinclair — and 
now they’re on the main line to real money. You can do it yourself — 

now — in time to catch the POWER-X train! 


“Power up with POWER-x”—the most powerful sales-builder in the business! 


Contact your nearest Sinclair Representative or write Sinclair Refining 
Company, 600 Fifth Avenue, New York 20, N. Y. th 


SINCLAIR 


Ask about the Sinclair TBA 
Franchise featuring Goodyear — 
the greatest name in rubber! 
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“| SELL THE WORLD'S FIRST 


5-DIMENSIONAL GASOLENE!” 


CITIES SERVICE NEW 5-D PREMIUM NOW SOLD BY 

ALL CITIES SERVICE DEALERS. THE FIRST GASOLENE 

TO INCLUDE ALL 5 OF THESE VITAL FEATURES: 
ANTI-CARBON .. . actually reduces harmful carbon deposits! 


EXTRA-HIGH OCTANE . . . Not just the same old “high-test,”” but extra-high 
octane to help eliminate engine knock! 


ANTI-RUST . . . In actual tests it eliminated rust in the entire fuel system! 


ANTI-STALLING - - - Prevents stalling caused by carburetor icing on damp, chilly 
ANTI-CARBON .«-- New 5-D Premium reduces harmful spring and summer days as well as under severe fall and winter conditions! 
carbon by a new discovery that actually introduces , . , 
more oxygen into the car’s combustion chamber, pro- . UPPER-CYLINDER LUBRICANT. . . Today's newest upper-cylinder lubricant con- 


viding a more complete burning of every drop of gaso- taining an anti-oxidant that stops oil from oxidizing. - 
lene and less carbon waste! 


A great gasolene? You bet! . . . Great enough to increase dealer sales throughout 
the country! Great enough for Cities Service to launch the biggest, most effective 
advertising campaign in its history! Great enough to make customers themselves 
5-D’s best salesmen!" From enthusiastic motorists everywhere come statements of 
praise by the hundreds. Not only old customers . . . but NEW customers bringing new 
sales dollars to Cities Service dealers. 





5-D Premium represents another development by Cities Service to keep its dealers 
always far ahead . . . in products . . . in customers . . . and in profits. 


ANTI-STALLING. . . With ordinary gasolene, carburetor { . 
throttle valve (arrow) becomes-iced and jams shut in 


cold weather, cutting off fuel supply and causing an- 


noying stalling. With 5-D, ICING CANNOT HAPPEN. Fuel j QUALITY PETROLEUM PRODUCTS 


supply is constant, engine smooth-running. 





30 NATIONAL PETROLEUM NEWS + May 5, 1954 





HOSPITALS use oil heat, says the Balti- 
more fuel oil marketers, because it pro- 
vides cleanliness where it is vital 


foolish to change because fuel oil heat 
is the equal of any other fuel. 

e They encouraged speakers to go 
before civic groups to tell the fuel oil 
story. 

e They stressed service, pointing 
out that a satisfied customer is apt to 
stay loyal, and that a dissatisfied one 
who switches to gas is lost for good. 

Mr. Albert tells this story to il- 
lustrate: In one housing development 
there were 20 homes, all equipped with 
fuel oil systems. Nineteen were ser- 
viced by one company and the remain- 
ing one by another company. The 
company with the 19 customers was 
lax on servicing and eventually lost 
all 19. The other company, which 
stressed good service, still has its 
customer. 

They stressed minor points, too, 
such as keeping their entire staffs, in- 
cluding truck drivers, sales-minded. 
They emphasized the need for clean 
trucks, for clean, courteous drivers 
and servicemen. 

At one point, the dealers had a 
mass meeting downtown for all com- 
pany personnel to alert them to the 
natural gas threat and to encourage 
their cooperation in telling Baltimore 
the fuel oil story. It was, in effect, an 
industry pep rally. 

The Rate Fight—There have been 
many other facets to the campaign. 
There was the time, for example, when 
the Consolidated Gas Electric Light 
and Power Co. of Baltimore — which 
supplies both electricity and gas — 
sought an increase in its electric power 
rates. 

The fuel oil people seized upon this. 
They pointed out that it seemed 
strange that the company would ask 
for electric rate increase without ask- 
ing for a gas rate increase. 

They contended that the company 
was making profit on electricity al- 
ready, but wasn’t on gas. Therefore 
they said, wasn’t it evident that the 
company was letting its gas division 
ride piggy-back on the electric di- 
vision? 

In other words, they felt that the 


company was trying to keep its gas 
rates low until it had taken over as 
many of the fuel oil users as possible, 
then, they reasoned, the company 
would seek an increase in the gas 
rates. 

The dealers proposed that, if the 
utilities company needed a rate in- 
crease, it should be given for gas in- 
stead of electricity, or at least be ap- 
plied to both. 

That particular battle has been 
going on for two years now. The oil 
dealers haven’t succeeded in getting 
the gas rate increased, but they have 
successfully blocked the electric rate 
increase. 

Employe Courses—The dealers have 
been alert to other possibilities, too. 
Aware that good servicing requires 
good servicemen, they have helped 
establish an instruction course in the 
city’s vocational school. 

All in all, the association spends 
about $40,000 a year. Mr. Albert 
considers this as money well spent. 
To raise the money, the companies are 
asked to contribute on a basis of 0.05¢ 
per gal. of sales. 


Weapons for Oil Men—For those 
who are facing a fight with natural 
gas, Mr. Albert has these suggestions: 


1. Work for a reasonable margin 
for the dealer: without it, he isn’t able 
to wage much of a fight. 


2. Emphasize the need for good 
service to keep fuel oil customers 
contented. 


3. Find out what the natural gas 
competitor is doing and try to counter- 
act it. 


4. Bear down hard on publicity and 
promotional campaigns aimed at tell- 
ing the fuel oil story. 

It hasn’t been all peaches and cream 
for the Baltimor dealers. Mr. Albert 
feels that some major oil companies 
operating in Baltimore haven't been 
as helpful as they could have been. 

He has found, too, that the equip- 
ment manufacturers haven't been of 
much assistance, although he realizes 
their position and is not inclined to 
blame them. 

He believes that the utilities com- 
panies have more influence with city 
council, power commissions, etc., and 
that they can get a better break from 
the newspapers than fuel oil dealers. 

But Mr. Albert isn’t bitter about 
these things. He seems to have thrived 
on the competitive battle and there 
wasn’t the faintest indication that he’s 
considering throwing in any towel. 

From the looks of things, there'll 
be a lot of fuel oil used in Baltimore 
for a long, long time to come. 

Ask the gas company. 
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Attaches to airline, fits the hand. 
Dial the pressure, get it avto- 
matically — fast, easy one-hand 
operation! 


cave money S ways! 
1. Connects to any airline— 
no installation cost! 


2. Recalibrate right on air- 
line; no cartridges or parts 
to buy, no service cost! 


3. Get years—not months—of 
low-cost service! 


Step Up Station Traffic! 


7 Attractive sticker packed 
7 with each inflator adver- 
=~  tises your Equamatic 

balanced tire inflation. 

* (You automatically get 
exactly equal pressures 
in each pair or set 

a of tires aired). 
Motorists like the 
longer tire life, added 
\_ driving comfort they 

\ get — and come back 

| \ as your steady customers! 


START SAVING NOW... you can mod- 
ernize your inflation set-up for as little 
os $14.95... less LIBERAL TRADE-IN 
ALLOWANCE FOR YOUR OLD GAUGE. 
Limited offer...see your jobber today! 


' Please send literature and prices 
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440 PERALTA AVENUE 
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New Gilbarco 


























AIR 
METER 


with the exclusive Pressure-Guide *— 





a distinctive new feature with customer appeal 


Right on the dial of this new meter is a roller-type 
chart that shows correct tire pressures for all 
makes of American cars. Just turn the knob to 
reveal the pressures for every make and model. 


It eliminates guess work—shows your cus- 
tomers that you service their cars strictly 
according to manufacturers’ specifications. 
That's the sort of service that gets and keeps 


* Models without ‘‘Pressure- 
Guide” available. Also models 
for wall or bracket mounting 
with bracket furnished. 





new customers—builds station traffic and sales. 


No other meter is as accurate, none more rug- 
ged and dependable. Illuminated dial for night 
service. Dial control for 15-90 lbs. pressure 
range—manual control for pressures over 90 lbs. 


Write us for full details on the new Gilbarco 
Air Meter today. 


Gilbert & Barker 
Manufacturing Company 
West Springfield, Mass. 
Toronto, Canada 
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ANNUITANTS-TO-BE from Esso’s marketing department 
gather to inaugurate the company’s “Preparation for Retire- 


i ee 


ment” program. In the center of the picture, wearing a bowtie, is 
John Fleming, an annuitant who told of his life as a retired man 


How a Major Guides Its Retiring Employes 


Gerontology and Industry 


A new ‘ology’ has been added to 
the scope of American industry— 
gerontology. Old age and its effects 
on the country as a whole and indus- 
try in particular—socially and eco- 
nomically—has increasing _ signifi- 
cance, day by day. 

Medical science, labor-saving de- 
vices in industry, modern conveni- 
ences have increased the life span. 
In the days of ancient Greece, life 
expectancy was 29.4 years. By 1800 
it had risen to about 35 years. And 
in 1935, the life expectancy in this 
country was 59.3. Today, it’s 65. 

There are now an estimated 10% 
million people 65 or over in the U. S. 

By 1955, of a projected popula- 
tion of 164,644,000, 84%% will be 
65 and older. This group of elders 
will have increased to 9.3% by 1965. 
And by 1975, they will represent an 
estimated 10% of the population. 

The mounting number of elders 
in the country has significant implica- 
tions for business and industry. As the 
population grows older, the labor 
force also will be an older one. 

According to our standards, at 65 
a man looses his productivity. With 
that yardstick, there were 12,364,000 
elders in the non-productive group 
in 1950. By comparison, there will 
be an estimated 20,689,000 by 1957. 

A major portion of this group will 
have been active members of the in- 
dustrial population. Industry has a 
real stake in their problems—eco- 
nomically, socially and psychologic- 
ally. 
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John Fleming, a retired Esso dealer salesman, remarked that he 
has turned down a number of job offers at Lake Hopatcong, N.J., 
because he’s “too busy being retired.” 

Chatting with 13 marketing employes who are to retire this year, 
he was helping inaugurate Esso Standard’s pre-retirement program 


for older employes in its market- 
ing divisions. The object of 
Esso’s program is described in 
its title: “Preparation for Re- 
tirement.” 

Esso feels that economic se- 
curity is essential. But it also 
feels that individual counseling 
and assistgnce in planning are 
parallel prerequisites in helping 
its employes approach retire- 
ment. Right now, the program is 
for employes who are about a 
year from retirement. It’s ex- 
pected that later on initial prep- 
aration will begin when the 
employe is five years away from 
a pension. 

Like most companies, Esso’s com- 
pulsory retirement age is 65. 

The marketing division program got 
under way last month with an all-day 
meeting held at Esso’s New Jersey 
division headquarters in Elizabeth. To- 
gether with 13 employes who are to 
retire this year, it was attended by 
three annuitants who have been retired 
from one to five years. The discussions 
were led by employe relations and 
medical personnel and members of 
management. 


Designed for informal group dis- 
cussion, the program has three prin- 
cipal objectives, 

© To give each prospective annui- 
tant a picture of the problems he is 
apt to face when he retires. 

e To stimulate organized thinking 
toward suitable post-retirement in- 
terests and activities. 

e To generate some action on plans 
before actual retirement. 

Employes Earn Leisure—tIn_rec- 
ognition of its responsibility to its 
employes, Esso feels retirement is 
something earned by faithful service. 
It is a form of “graduation” into a 
new phase of life, rather than a “cast- 
ing out” process. Retirement, the com- 
pany believes, should be the oppor- 
tunity for the employe to enjoy the 
fruits of his labors in freedom, lei- 
sure and relaxation. Moreover, he 
should have the opportunity to serve 
himself, his family and his community 
in ways not open to him during his 
working career. 


Practical Design 


In helping its employes, in a human 
and constructive fashion, to approach 
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Original Equipment on Nearly 
as Many New Cars as All 
Other Makes Combined 


Engineered to General Motors Standards 
for All Makes of Cars, 


Trucks and Tractors ! 
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AGE 20 - 64 
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NUMBER OF PERSONS AGE 20 TO 64 
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AGE 6S & OVER Age 


Projections of Total Population of U. S. 


by Age Groups 


July 1, 1950 July 1, 1955 July 1, 1965 July 1, 1975 





under 5 


35-49 
50-64 


65 and over .. 


16,312,000 
35,124,000 
35,547,000 
30,684,000 
21,646,000 
12,364,000 


17,779,000 
41,677,000 
34,855,000 
32,972,000 
23,388,000 
13,973,000 


16,415,000 
53,390,000 
35,732,000 
35,447,000 
27,826,000 
17,336,000 


18,041,000 
52,772,000 
49,770,000 
33,707,000 
31,636,000 
20,689,000 








Total 





retirement, Esso feels that individual 
counseling and assistance are basic 
prerequisites. It realizes, too, that 
some employes are sensitive about 
seeking guidance. Others scoff at it. 
And still others resent it. Therefore, 
the company decided upon a seminar 
or discussion type approach. 

A group of employes approaching 
retirement are offered the opportunity 
to gather together and explore some of 
the problems and needs of retirement. 

Importantly, the program provides 
that the company should not do for 
employes what they can do for them- 
selves. The aim is to encourage and 
help employes to solve their own 
problems. 

Esso’s “Preparation for Retirement,” 
is reported to have been effectively used 
for the last several years in its re- 
fineries. Here, it is particularly appli- 
cable because of the large numbers of 
concentrated employes. It also has 
been used at headquarters’ offices. 

Plan Adapted to Sales—The field 
marketing divisions are now adapting 
the program to their sales, operations 
and clerical personnel. Ideally, it is 
offered to small groups of perhaps 
10 to 15 people. And, as in the New 
Jersey division meeting, it is for em- 
ployes with about one more year of 
service. It is foreseen, however, that 
initial planning will begin when the 
employe is five years away from re- 
tirement. 

Esso’s group discussion plan is gen- 
erally designed as a series of five 
meetings. Each lasts about one hour 
and is presented at intervals of about 
four days. However, the program is 
flexible and can be adapted to local 
conditions. 

Five-Part Program—At the New 
Jersey meeting last month, the entire 
program was scheduled for one day. 
Sectioned into five parts, it was inter- 
spersed with discussion periods, rest 
breaks and luncheon. 

The meeting was held on company 
time and attendance was entirely vol- 
untary. Every effort was made to get 
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the members to participate, as they 
would in a group of close friends. 

Although much information was 
presented by company personnel, their 
talks were not in the nature of 
speeches. Emphasis was away from 
the “class” or training course atmos- 
phere. 

The entire program was hinged on 
practicality. Wherever possible the 
concrete aspects of planning a retired 
life were covered. 

Part one introduced the subject of 
retirement with a discussion of the 
purposes of the meeting and the na- 
ture of retirement. The background 
of the principles and aims of the pro- 
gram were highlighted. Another dis- 
cussion period was woven around the 
characteristics of old age, as related 
to basic human needs. And the de- 
velopment of a healthy attitude to- 
ward retirement was discussed at 
length. 

Practical Aspects — Considerable 
emphasis was laid on the importance 
of planning to build a successful re- 
tired life. Practical problems were 
aired. And useful data for annuitants 
were reviewed. This material includ- 
ed the implementation of employe 
benefit plans; how to figure income 
tax; what to expect from social se- 
curity; what to do about benefit plans. 

Another section covered the medical 
aspects of retirement. A company 
doctor discussed the physical condi- 
tions that may be expected with ad- 
vancing age. And a general pattern 
of living for the older person was 
outlined. 

Busy Being Retired—A large por- 
tion of the time was allotted to “What 
Others Have Done.” That’s where 
John Fleming came in—the man who 
is “too busy being retired” to consider 
job offers. Before he retired, he bought 
a cottage on a lake in New Jersey. He 
spent his vacations and week-ends 
there, improving the house and 
grounds. Now he lives there all year 
round. 

Mr. Fleming is particularly active 


. 151,677,000 


164,644,000 186,146,000 206,615,000 


in civic affairs, is on the road com- 
mission and is an active Rotarian. 
Among the numerous job offers in- 
cluded that of officer of a bank, he 
told the annuitants-to-be. 

Retirees Tell Stories—Wilkie Hohr 
of Huntington City, a former heating 
oil salesman who had been retired 
five years, described how two years 
before his retirement he bought a 
farm. During the final years of em- 
ployment, he renovated the house and 
its 25 acres. When he retired it was 
ready for him. Now, he raises chickens 
and cultivates a garden. And the farm 
keeps him physically fit. He’s en- 
thusiastic in doing “just what I wanted 
to do.” 

Besides the actual experiences of 
the three annuitants attending the 
meeting, those of other retired com- 
pany people were illustrated. Ex- 
amples were drawn to point up the 
varied types of post-retirement activi- 
ties that have proved beneficial— 
financially, physically and mentally. 

The experiences of these active 
annuitants and others served to dem- 
onstrate the thinking of modern 
medicine: interest in hobbies, work 
projects, civic activities and the like 
provides necessary mental stimula- 
tion both during business life and 
afterwards. 

Inactivity Is Dangerous—A warning 
on the subject of retirement comes 
from Dr. C. A. Neymann, associate 
professor of psychiatry at North- 
western University. He says persons 
who plan, upon retiring, to give up 
all activities and thereby achieve what 
they suppose is unconfined bliss, may 
have to reckon with senile dementia. 
“No matter what social position or 
income he has, it is a fact that life 
has a quick way of disposing of non- 
workers.” 

In the light of such knowledge, Esso 
has stressed its suggestions for post 
retirement activity. It may be personal 
relaxation, social, civic or part-time 
employment. 

On supplementary income, the point 
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“Andy” wins sales with 


“business-building lubricating equipment” 


















The station is just 
as neat inside as 
out—thanks to 
Lincoln Overhead 
Reels. 


The Lincoln installation at Andy's Esso Station, 
Knoxville, Tennessee is a perfect example of 
the wonderful results made possible by close 
wholesaler-customer relations. 


Station-owner, Newell S. Anderson (right), took full 
advantage of the advisory services offered by George Reed 
(left), president of Knoxville’s R. B. M. Company. The 
statement above shows how that cooperation pays off. 


PROFITS START WITH LUERICATION... 


«-. add further business through these and other checks: 


* Check Fan Beit © Check All Lights o Check Battery and Cables « Check and Replace lost or damaged 
* Check Oil Filter « Check Tires » Check Muffler and Tail Pipe NECK tgp rt 
* Check Radiator Hoses © Check Air Cleaner © Check Windshield Wiper ting with the ball-in-the-top, seals 
* Check Radiator Fluid © Check Spark Plugs and Washer dirt out, grease in. 


Booklet 


. >é de 
fd, linge FREE! 


“Path to Profits 
"LUBRICATION ‘mrss —— a 
DEPARTMENT © rode sone toons 4 


THE MOST TRUSTWORTHY NAME IN LUBRICATING EQUIPMENT. 


IT PAYS TO INSTALL A Lincoln, Helpful 
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NORWALK’S GUARANTEE" 








What other line offers all these features? 


1. 


*18-MONTH UNCONDITIONAL 
GUARANTEE. Unserviceable tire will 
be replaced by comparable new tire 
with full credit for the period of 
guarantee not realized. 


. A great tire backed by a great 


manufacturer. 


. 5520 road-holding safety sipes and 


gripping edges for greater protection 
on good roads and bad. 


. Precision balance. 
_ A complete line of passenger and 


truck tires, all sizes. 


. Powerful local and national advertis- 


ing to pre-sell your customers. 


. And a protected franchise that makes 


sure you keep them. 








COVERS IT! 


Fallen rock! But no matter what type of road hazard caused 
it— no matter what condition the tire — our guarantee 
says REPLACE, and we do—at once! No “repair or 
replace” gimmick. No quibbling, no alibis. Your customer 
walks out with a new tire for any Norwalk damaged by road 
hazard — regardless of mileage! 


As an example, replacement in the second month of service 
is made at only 1/9th of the original cost — even if there’s 
20,000 miles on the damaged tire! 


Here’s an ironclad guarantee that will 
really work for you! 


Find out how easy it is to sell the tire 
that practically sells itself! Write to 
Armstrong-Norwalk Rubber Corpora- 
tion, Norwalk, Connecticut. Get the 
full details — today! 


COMPARE 
THE GUARANTEE! 


NORWALK = TIRES 


Plants at BRN iran and West Haven, Conn., td ig eager and Des Moines, lowa 
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was made that if he did not like a job 
an annuitant should not work at it. 
Examples of profitable, yet non-stren- 
uous, jobs were cited. In several 
cases, men worked for a paint concern 
as salesmen. They were not under 
pressure and could work as long as 
they wished. Again, prospective em- 
ployers have called Esso seeking re- 
sponsible retired businessmen. An- 
nuitants looking for an active business 
interest have been employed as night 
manager of a service station, as part- 
time salesman in a hardware store, as 
a realtor. 

Civic Interests Stressed—For those 
pensioners wishing to develop social 
and civic interests, such suggestions 
as the following were discussed: 





Scouts hospitals 

Red Cross school-crossing guards 
Community Chest underprivileged 
politics children 


church work story telling at 
fraternal groups hospitals or orphan- 
social work ages 

Apart from hobbies and other forms 
of relaxation, mental stimulus was 
recommended in such constructive 
outlets as: adult education courses at 
local schools, the study of sciences, 
such as the stars and navigation, re- 
search, art appreciation, music lec- 
tures. 

Plan Still Growing—Esso indicates 
that even though considerable research, 
development and pre-testing has pre- 
ceded its program of preparation for 
retirement, it is not necessarily the 
complete and final answer to the prob- 
lem. Many intangibles are recognized. 
But those who have participated in 
the program have reported it as 
“most gratifying” and “practically 
beneficial.” 

The company’s employe relations 
staff will continue to study the subject. 
One indication of this interest is the 
plan to follow-up the program. A 
record is kept of each participant’s 
expressed plans. The proposal is to 
follow-up with a personal interview 
six months or so after the meetings. 
And questionaries will be mailed six 
months or one year after retirement. 
In this manner, it is hoped that the 
program can be evaluated. 

Elder Group Grows—lIndicative of 
the increasing proportion of older 
workers in the petroleum industry, 
Esso reports that as of July 1, 1954, 
9% of its male employes will be 60 
and over. By contrast, July 1, 1946, 
showed 6%. And the projections are 
that on July 1, 1959, 10% of its men 
will be 60 and over. 

Related to oil’s industrial popula- 
tion, more than 1,673,000 men and 
women turned the wheels of the petro- 





leum industry last year. Of these, 305,- 
100 were engaged in production, 236,- 
300 in manufacturing, 241,700 in 
wholesale distribution, 761,200 in re- 
tail distribution, and 128,900 in 
transportation. 

Each year the ranks grow larger. In 
the period from 1946 to 1952, for 
instance, employment in the petroleum 
industry increased 34%. The manu- 
facturing group grew 12.5% and 
wholesale distribution 25,5%. The 
greatest increase was seen in retail 
distribution with 45%. 


Oil men agree that as the third larg- 
est industry in the nation, both the oil 
industry and its individual companies 
have a vital stake in the aging indus- 
trial population. Realistically, they 
recognize the implications of the prob- 
lem. And they have accepted the chal- 
lenge. 

Economic Security Not Endugh— 
Financially, oil companies generally 
are fulfilling their obligations to em- 
ployes and annuitants. Wages and 
hours are largely standardized. And to 
these have been added generous em- 











MORE AND FASTER 


Now! DELIVERIES AT 


LOWER COST... 


New and faster methods of material handling in loading and unloading 
trucks have offset the rising costs of delivering merchandise of every 
description. Now Anthony Lift Gates reduce costs still further by: 


lighter weight—to permit more payload per trip—more 7 

: r payloads per 
day; by using only ONE cylinder and ONE control lever for ALL 
Operations—greatly simplifies and cuts manual time per delivery—74% 
fewer operating parts minimizes maintenance. 


10 important reasons why Anthony Lift Gates can cut your delivery 
costs up to 50% are explained in New Brochure just off the press. 


Send for your copy today, 


ANTHONY LIFT GQGATES 


In sizes up to 4000 Ibs. for all trucks and semi-trailers. 


Potd. & Pats. Pend. 
U.S. and Foreign 


Anthony—the Power to lower delivery costs. 


ANTHONY COMPAN 
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ploye benefit plans. In recent years, 
group insurance, hospitalization, sav- 
ings plans and pension funds have be- 
come general practice. 

But labor-management groups point 
out that a company’s responsibility 
does not end there. It should recognize 
that workers become anxious and wor- 
ried as they approach their compulsory 
retirement age. And economic security 
is not enough. 

Until recently, the social and 
psychological aspects of aging and re- 
tirement — mental security, mainte- 
nance of status in the community, 
housing and living arrangements, so- 
cial contacts, and the relationships of 
the employe to his co-workers and his 
family—have received little attention. 

In its concept, pre-retirement prep- 
aration offsets an abrupt severance 
from a man’s daily work pattern and 
its attendant securities when he 
reaches the end of his productivity. He 
is counseled and encouraged to plan 
for a fruitful and constructive retire- 
ment. 

The Employe Benefits—Regarded as 
more than just a production factor, 
the individual is endowed with dignity 
and independence. He is conditioned 
to meet the unfamiliar mental, physi- 
cal and social problems on a sound 
basis. 

The Company Benefits—With spe- 
cific interest manifested in his welfare 
and assistance rendered him in making 
the adjustment, the retiring employe 
is much less likely to be disgruntled. 
He is not just “pensioned off.” 

Management recognizes that it can 
contribute to the solution of the na- 


tional and community problems of old 
age. 





Management Succession 
Is Vital to Small Firm 


Management Succession in Small and 
Growing Enterprises. By C. Roland Christ- 
ensen. Published by Harvard Business 
School, Division of Research. 217 p. $3.25 

In the course of its growth from 
infancy to maturity a company, large 
or small, passes through various criti- 
cal stages. One such phase occurs 
when the top executive dies or retires 
and his successor takes over company 
operations. Preparing for and working 
through this transition period success- 
fully has a vital influence on the com- 
pany’s course. 

In compiling his report, C. Roland 
Christensen, an assistant professor of 
business administration, based his 
study on case histories of more than 
100 companies. It highlights a series of 
approaches to the problem of manage- 
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ment succession which have been suc- 
cessfully applied by managers of small 
firms. These approaches range from 
short-run proposals for interim man- 
agement to long-term programs for 
developing small company managers. 

Major attention is also given the use 


of outside counsel and boards of direc- 
tors, the problems of executive retire- 
ment, the impact of growth on a small 
firm’s organization and management 
structure, and the special problems re- 
volving around family ownership or 
domination. 





TAXES 





seve tr uy ta ope su Big Trucs Should PAY 


Fair Taxes For Using 


New Jersey Highways 








THIS ADVERTISEMENT in New Jersey newspapers means... 


Rails Are Pushing Truck Tax Hike 


Railroads in New Jersey are 
once again pressing their fight 
for higher truck taxes by urging 
the public to get behind a high- 
way use-tax bill now in the state 
legislature. 


And the Associated Railroads of 
New Jersey is spearheading its cam- 
paign with newspaper advertisements 
urging passage of the tax measure. The 
bill already has the support of more 
than 15 citizens’ groups, representing 
farmers, car owners, labor, taxpayers 
and others. 

The ads call present truck taxes un- 
fair and say: 

“Railroads pay all the cost of build- 
ing and maintaining their own steel 
highways and in addition pay $18 mil- 
lion a year in taxes to New Jersey. 
An estimated $800,000 of this railroad 
tax money is used for roads, streets 
and highways. In addition, as one of 


the largest users of trucks in New Jer- 
sey, the railroads have a double in- 
terest in New Jersey’s good road pro- 
gram.” 

Trucks over 18,000 lb, the ads 
say, account for 30.1% of the total 
road use, but pay only 17% of the 
total truck-automobile tax. The rail- 
roads also assert that the average 
motorist pays 19.7¢ per 100 ton-miles 
as against 8.9¢ by heavy truckers. 

Supporters of the new highway bill 
cite three reasons for its adoption: 

1. An adequate road program for 
New Jersey over the next 10 years 
will require about $2.5 billion. 

2. Big truckers are not required by 
present laws to pay their fair share 
of the cost of building and maintaining 
the New Jersey highways they use. 

3. Highway use-tax would mean 
about $15 million a year in new reve- 
nue to help meet the cost of good 
roads. 
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Series 
CENTRIFUGAL PUMPS 


THAT PRIME 


Highly efficient ...simple and dependable 
no more parts than any centrifugal— (¢% 


AND THEY PRIME! 





They Said "Jt Couldn't Be Done’! 


“Centrifugal Pumps are very efficent — quiet, smooth and trouble- 
free — but they won't prime themselves ... .” a published state- 
ment by a prominent pump personality. 


Gorman-Rupp Presents... 


the ultimate in self-priming centrifugal pump design — 


a] The “O” Series 
ee Centrifugal Pumps 
THAT PRIME! 


Bae 


See Ae of ae 
Typical early self- 
priming centrifu- | 

gal design — 


ead 


Gorman-Rupp “30” Series 

best self-primer ever — highest 
priming, fastest priming fore- 
runner of the “O” Series. 








STRAIGHT-IN SUCTION WITH 
NO CHECK VALVE MEANS.... 


SAFETY dan erous hi h ressure from con- through—SIMPLE! STRAIGHT-IN SUCTION! 
No g | P a‘ 4 NO CHECK VALVE! AND IT PRIMES! 
fined, heat-expanded liquid. 





J >eries pump design was originated 

DEPENDABILITY Always ready. Arctic cold or ny Bo ey cae = orm Tepper 

desert heat. No priming failures. gained in building, installing and using tho 
series Pumps handling petroleum. water 

yuids in a great variety 


SAVINGS Fewer parts to maintain and service. ications all over the world 

The Gorman-Rupp Company 

PERFORMANCE No entrance restrictions. Priming 
lift increased. More efficient. Low 


N. P. S. H. requirements. “O” SERIES DESIGN IS ANOTHER 
GREAT FIRST FOR GORMAN.-RUPP. 
GORMAN.-RUPP ORIGINATES! 


OTHERS IMITATE! 














CENTRIFUGAL PUMPS— 
THAT PRIME! 


A CENTRIFUGAL PUMP THAT PRIMES is one with the unique ability 
to evacuate gas or air from the suction line and to pump gas or 
liquid intermittently, retaining the required initial charge of liquid. 


The “O” Series pump will match its ability to prime. or re-prime, 
against that of any known and advertised self-priming centrifugal 
manufactured in the world today — size for size. 


MODEL O3A-B 
3” PUMP 


STRAIGHT-IN 
SUCTION 


This sectional view shows “O” Series 
design — simplicity, strength and 
self-priming with no check valve — a 
tremendous achievement in pump en- 


gineering and development. 


THE GORMAN-RUPP 
COMPANY 


MANSFIELD, OHIO 


PATENT NO. 2,461,925 OTHER PATENTS PENDING 








MODEL GL-02 MODEL 02-AEN 


MODEL O3B-B 





MODEL 03A-B 





MODEL O4A-B 


Put a Gorman-Rupp Pump 
on Your Tough Jobs! 


Handling Petroleum or Industrial Liquids 


Gorman-Rupp Pumps are designed with ad- 
vanced engineering know - how applied to meet 
the practical everyday needs of the pump user. 


Verticals for small spaces, gear driven for power 
take-off; pedestal mounts for customer’s power — 
or complete units, engine or motor driven, every 
Gorman-Rupp pump is fully guaranteed. 


There is an “O” Series Pump for every sort of 
petroleum or industrial liquid handling job. Cen- 
trifugal pump performance, with self-priming con- 
venience and dependability. 


High Pressure Pumps for booster or jetting serv- 
ices available in a range of sizes in single, two- 
stage and multi-stage designs. 


Drainage Pumps — diaphragm and self- priming 
centrifugals for the heaviest type pumping — in- 
cluding jobs for trash-type pumps. 
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UTILITY 


JETTING MAINTENANCE 
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ASSOCIATIONS 


Why Do Jobbers’ Costs Climb? 


One of the highlights of the Texas 
Oil Jobbers Assn. meeting held last 
March in Dallas, was a conference on 
jobber problems. 

The conference was conducted by 
two members of the Industrial Educa- 


tion Department, University of Texas, 
Extension Division, and _ centered 
around “Jobber Problems That Tend 
to Increase Operating Expenses.” Ideas 
contributed by jobbers, with the ques- 
tions discussed, are outlined below. 





Manpower 
Lack of knowledge and experience in— 
Selling effectively 
Timing deliveries 
Product information 
Business practices 
Materials handling 
Care of equipment 
Care of tools and materials 
Lack of interest in work as evidenced 
by— 
Poor personal appearance 
Failure to make prospect calls 
Failure to be courteous 
Lack of enthusiasm 
Lack of ambition 
Lack of loyalty 
Difficulty involved in attracting the right 
people 
Hard to get, trained workers 
Failure of workers to think 


Materials 
Transportation of gasoline 
Static control 
Stock control 
Storage 
Shortages— 

Inventory 
Disappearance 
Shrinkage 


What Problems Tend to Run Up Jobber Operating Expenses? 


Methods 
Timing Deliveries 
Route organization 
Warehouse arrangement 
Over stocking 
Disappearances 
Obsolescence 
Accounting 





Storage location 
Loading and unloading procedures 
Management 

Human relationships 

Lack of direction 

Lack of .recruiting procedures 

Lack of training program 

No definition of duties 

Lack of suitable margin 

Under capitalization 

Lack of a job analysis 

Low enthusiasm 

Lack of “management” manpower 

Lack of knowledge of the business (as 
evidenced by mistakes) 

Failure to merchandise wisely 

Failure to keep up with accounts re- 
ceivable 

Expansion in line with “majors” 

Failure to furnish equipment 

Failure to “sell” the business 

Weak management-employe relationships 

Inability to “sell” the business 





Over extends self and the business 
Fails to admit problems 
Complacent about problems 

Fails to recognize market trends 
Overexpansion (goes broke) 

Under expansion (fails to keep up) 
Poor cost analysis 





What Causes Management Problems? 


Lack of respect for competitors 
Fails to take care of business 


Changing market 

Lack of confidence in own ability 

Failure to study the business 

Failure to attend TOJA Management In- 
stitute 

















Be genuinely enthusiastic about training— 
Attend TOJA institutes 
Attend suppliers training 
Develop an in-service program 





What Can We Do to Overcome Management Weaknesses? 


Plan activities carefully 
Keep up with what is new 
Think through your problems 
Go to work 
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TIREMAN 


Good tire service helps bring 

c S. dc s to 

step up TBA, petroleum prod- 

uct sales. You can give 

tire service at 4 nhe-ag with the 

famous Coats Iron Tireman. ; 

That's because the Iron Tireman gives you real, 
money-making savings in time, backbreakin 

labor. Does more work, yet costs only $109.5 

F.O.B. Fort Dodge. Good reasons why service 
stations choose the Coats Iron Tireman over al! 
other brands combined. 





IRON TIREMAN ... 


TRUCK TIRE ADAPTER 


Simple, easy-to-use adapter al- 
lows Coats Iron Tireman to han- 

die larger, semi-drop center truck @ 
wheels with center openings of W, 
IRON TIREMAN ... 

TRUCK TIRE SPREADER 


5” to 6%". 


Allows fast, thorough inspection of truck tires. 
Lies flat on floor so heavy truck tires can be 


rolled on easily. 
a” 
yy 


IRON TIREMAN ... 


TRUCK TIRE BEAD 


BREAKER 
Quickly, easily breaks beads on big- 
gest, heaviest truck tires. Sliding han- , 
die hammer delivers up to 5 times } 
more force than ordinary ham- 

mer. 


IRON TIREMAN .. . 
TUBELESS TIRE 
MOUNTING BAND ;RON TIREMAN .. . 


TUBE BUFFING STAND 


Slips over Iron 
Tireman_ center 
post. ° s 
tubes firmly, 
securely for easy 
buffing, conveni- 
ent working sur- 
face for 

patching. 


Forces tubeless tire 

beads into locking po- 

sition. Holds beads 

firmly in place so tire \ 
can be inflated to seal 4 
beads. 


Write for Illustrated Litereture on 
Coats fron Tireman, Accessories today 


JACK HENNESSY SALES CO. 


National Distributors 


P. O. Box 22, Audubon Station 
New York 32, N. Y. 


MANUFACTUREL 


COATS COMPANY 


FORT DODGE WA 
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How to Fight Cooling System RU ST 


With summer not too far 
away, service station dealers are 
beginning to prepare their cus- 
tomers’ cars for warm weather 
driving. 

Oil companies, TBA manufac- 
turers and chemical products 
makers all are helping the dealer 
push his “spring change-over” 
campaign with advertising and 
sales promotion pieces. 

The careful 
planning of this 
drive to stimulate 
the customer’s in- 
terest in spring 
change-over serv- 
ice is the first step 
toward garnering 
more sales and 
profits. 

To obtaina 
maximum __ share 
of the business, 

however, it is equally important that 
the vehicle be checked over thoroughly 
when brought in for service and that 
the attention of the owner be called to 
all work which needs to be done. 

In most cases, the motorist will be 
receptive to the dealer’s recommenda- 
tions, especially if he explains briefly 
why the work is needed and what driv- 
ing difficulties may be encountered if 
it is neglected. By executing a pro- 
gram of, (a) examining each vehicle 
carefully for potential service jobs, (b) 
giving the owner sound reasons why 
the work is needed and, (c) turning 
out a thorough job, the service opera- 
tor can substantially increase his dol- 
lar volume of spring service. Equally 
important, he will develop new “regu- 
lar” customers as a result of establish- 
ing a reputation of dependability in 
helping the motorist avoid operational 
troubles and breakdowns. 

Oil changes, lubrication, tire and 
battery checks and other similar jobs 
are a standard part of practically every 
spring change-over program. These 
services yield a good return through 
the sales of merchandise and labor. 

The Cooling System—On the other 
hand, servicing of the cooling system is 
often neglected completely, despite the 
fact that efficient cooling is essential to 
good engine performance. Failure to 
properly maintain the cooling system 
is frequently the direct cause of oper- 
ational difficulties and even complete 


J. B. Stobbart 


42 


breakdown during the warm months. 
Furthermore, the dealer who neglects 
cooling system service is deliberately 
reducing his profit potential, since he 
will lose sales of service and parts. 

It is generally agreed that summer 
driving conditions are tough on auto- 
motive engines. Because of vacation 
trips, etc., the average driver logs con- 
siderably more mileage in the summer 
than in the winter. Much summer 
driving is at relatively high speeds and 
high engine loading, both of which 
cause higher engine operation tem- 
peratures. 

Warm summer air passing through 
the radiator and over the engine can- 
not absorb and carry away unused 
heat as rapidly as colder air. In order 
to effectively disperse heat under these 
adverse conditions, the cooling system 
must operate at peak efficiency. Un- 
less good cooling is maintained during 
the summer, operational difficulties 
such as increased tendency to “knock,” 
high consumption of fuel and oil, loss 
of power, overheating, loss of coolant 
and even complete breakdown may 
result. 

Considering all factors, the need 
for keeping cooling system efficiency 
at the highest level is apparent. 

Cleanliness Vital—Efficient cooling 
system operation with resultant im- 
proved engine performance can be 
readily attained through proper care 
and maintenance of the system and 
use of the most efficient coolant. Prop- 
erly caring for and maintaining the 
cooling system is not difficult or un- 
reasonably expensive. It consists sim- 
ply of keeping the system clean and 
keeping parts in good mechanical and 
operating condition. 

Years of experience have indicated 
clearly that cleanliness is the key to 
optimum performance. Avoiding dirt 
is one of the basic rules for avoiding 
cooling system trouble. One published 
report! on field investigations of more 
than 1,600 cases of cooling system 
failure points out that rust-clogged 
radiators cause more cooling system 
troubles than any other single factor. 
Rust, scale, or dirt-clogged water pas- 
sages in the cooling system can only 
lead to overheating, loss of coolant, 
and eventually to complete failure. 

Furthermore, rust and scale deposits 
in the block, even though not sufficient 
to seriously restrict coolant circula- 





PINT OF RUST was removed from one 
automobile cooling system with a heavy- 
duty acid-type cleaning chemical 


tion, substantially reduce the transfer 
of heat from the combustion chamber 
to the coolant. Without proper heat 
transfer, the octane requirement of the 
engine is increased, and pronounced 
knocking is often noticed. 

‘ More severe cases of inadequate re- 
moval of heat from the engine may 
result in burned valves, scored pistons, 
heat-cracked castings or other damage. 

What Is Needed—Periodic (once or 
twice a year) cleaning of a mechani- 
cally sound cooling system is usually 
sufficient to keep it in tip-top condi- 
tion. The type of cleaning agent re- 
quired will depend to a large extent 
upon the amount of rust, scale, and 
grease deposits that have accumulated 
in the system. 

As a general rule, it is usually safe 
to assume that, if the coolant solution 
is clear and free of rust and no heavy 
deposits are noted in the radiator, a 

(Continued on page 46) 
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The unexcelled multi-purpose 
Lithium base lubricant 











Inlucite 21 is economical to use because 
only one grease gun is needed... this 
versatile, unexcelled multi-purpose lubricant can be 


handled in all types of dispensing equipment. 


Inlucite 21 is economical to use because only one con- 
tainer of grease is needed ...lubricate chassis, wheel 
bearings, universal joints and water pumps with this one 
premium lubricant, superior in performance and dura- 


bility to the specialized greases that it replaces. 


Inlucite 21 is economical to use because it's an all- 
weather lubricant that pumps readily even at zero 


last el-igehitiga e 


Inlucite 21 is made under our exclusive patented process. 


INTERNATIONAL LUBRICANT CORPORATION 


New Orleans, Louisiana 


Manufacturers of Quality Lubricants 
AVIATION - INDUSTRIAL . AUTOMOTIVE - MARINE 


TAL AN 2 Re CLEA OLLELELE 
With Quality Comes Leadership. 
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a A STRANAHAN Paceoen? 
£0 STRANAHAN Taeneuee® 


windsor, CANADA 


CHAMPION SPARK PiuG GOMPANY 


———— PARIS. FRANCE 


————— — 
= OTA enGiano 


TOLEDO 1, Ouro0.U.S.A. 


May 1, 1954 


Dear Champion Dealer: 


ut this time of year you 
f housecleaning — getting 
p for a busy summer. 


Like most dealers abo 
probably are in the middle 0 
your establishment spruced u 

So this looks like a good time to call your 
attention to the big variety of merchandising aids 
Champion has in stock to dress up your place of busi- 
ness and increase your spark plug sales and profits. 


decals, point-of-sales material and 


These posters, 
re yours for the asking — free. 


sales literature 4 





All have proven merchandising value -— sales 
builders that really work. They are well-made and 
attractive. Most important — they will help you sell 
spark plugs and spark plug services by calling 
Champions to your customers’ attention. 

Check with your Champion representative soon and 


make a selection! 


Sincerely, 


Q- 


P. S. David M. Lee, whose company operates a fleet of 

124 Dodge trucks five million miles a year, writes: 

j units and our experience 

most dependable 

tried. Our shop 

at Champions require less 
tenance cost." ‘eX 
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light-duty cleaner or flushing prepara- 
tion is all that is needed. Several suit- 
able light-duty products are available 
commercially. Some of these may be 
used while the car is being operated, 
thus avoiding tying up the unit during 
servicing. 

On the other hand, if the coolant 
solution is discolored with rust or if 
significant deposits of rust or scale 
have accumulated in the system, a 
thorough cleaning with a heavy-duty 
or service-type acid cleaner is war- 
ranted. These products usually contain 
an acidic cleaning chemical that actu- 
ally dissolves rust and scale. 

Better cleaners also contain a special 
detergent ingredient that serves to 
emulsify oil and grease, which cover 
the rust and scale particles. Unless this 
oily coating is removed, the acid 
cleaner cannot dissolve the rust and 
scale effectively. Heavy-duty, acid-type 
cleaners, if used properly, will do an 
excellent job in removing rust, scale 
and grease from the cooling system. 
Many suitable acid-type cleaning com- 
pounds are available commercially at 
very reasonable prices. 

Thorough Cleaning—One advantage 
to cleaning a cooling system with 
chemical cleaners, as compared to 





DORWARD 


Your Plant 
on the West Coast 





TWO PLANTS with deep water 
docks on San Francisco Bay, 
ideally located to handle and 
store all liquid commodities. 


TANKS of various capacities (near- 
ly 5,000,000 gal. total). Ware- 
house space available for finished 
products. 


EQUIPPED to drum, package, 
compound, blend, and distribute. 


RAIL, TRUCK & BARGE. In ad- 
dition to deep water, we are 
adequately served by S. P. and 
Santa Fe railroads. Also truck 
and barge facilities for other in 
and out movements. 


Write, Phone, or Wire: 


DORWARD & SONS CO. 


On San Francisco Bay 
POINT RICHMOND, CALIF. 
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boiling out or rodding the radiator, is 
that the chemical cleaner removes rust, 
scale, and grease from the entire sys- 
tem. No dirt is left in the engine block 
to be carried later to the radiator. 

As mentioned previously, the cool- 
ing system must also be maintained in 
good mechanical condition if it is to 
function efficiently. In servicing a ve- 
hicle for summer operation, it is wise 
to check over the entire cooling sys- 
tem. Care should be taken to see that 
all parts and connections are free from 
leaks. Radiator and heater hoses 
should be inspected and replaced if 
cracked or excessively soft. Gasketed 
joints in the water jacket and water 
pump assemblies warrant close inspec- 
tion to avoid exhaust gas or air leaking 
into and contaminating the coolant 
solution. The fan belt should be 
checked for proper adjustment and, if 
frayed or cracked, should be replaced. 
Bent fan blades should be straightened, 
and any leaves, bugs, or dirt should be 
removed from the fins of the radiator. 

Danger in Overcooling—lIt is im- 
portant to make sure that the pressure 
radiator cap and the thermostat are 
operating properly. Removal of the 
thermostat during summer driving is 
not recommended. This may allow 
overcooling which is usually accom- 
panied by sludging of lubricating oil, 
loss of power, and increased fuel con- 
sumption. 

It is generally agreed that the octane 
requirement of an engine is increased 
as the temperature is increased. Tests? 
have shown that the ability of a given 
fuel to provide knock-free perform- 
ance is decreased as the atmospheric 
temperature is raised. Much of the fuel 
marketed during the summer is spe- 
cially blended to compensate for this 
increased antiknock demand during 
the warm weather. 

However, if the increase octane re- 
quirement normally expected in sum- 
mer is aggravated by increased anti- 
knock demand resulting from poor 
cooling efficiency, the fuel may be un- 
able to satisfy the engine; and pro- 
nounced knocking may result. Keeping 
the cooling system clean and in proper 
working order will help to minimize 
this hazard. 

Coolants—The use of an efficient 
coolant during summertime driving is 
also of benefit in obtaining optimum 
performance. Without doubt, water, 
because of its availability, high specific 
heat, and negligible cost, is the most 
efficient and most practical coolant. 
Water has a greater capacity for carry- 
ing away heat than antifreeze solu- 
tions. 

The primary disadvantage to water 
as a coolant is its tendency to rust and 


corrode metal parts. This handicap, as 
will be discussed in later paragraphs, 
can be eliminated through the addition 
of a suitable antirust preparation. 

Antifreeze and Cooling—During the 
years since World War II, there has 
been a pronounced tendency on the 
part of motorists to leave permanent- 
type antifreeze in their cars all year 
round and to use the same antifreeze 
for several winter seasons. By leaving 
antifreeze solution in the cooling sys- 
tem during the summer, the motorist 
fails to obtain full cooling efficiency at 
a time when the maximum heat dis- 
sipation is needed. To help improve 
summertime engine performance, used 
antifreeze should be drained and dis- 
carded in the spring. The cooling sys- 
tem should be serviced for summer 
operation with water containing an 
antirust preparation. 

The Corrosion Danger—An even 
more important reason for draining 
and discarding antifreeze after one 
winter of use is to avoid the possibility 
of rust and corrosion damage in the 
cooling system. While all reputable 
antifreezes contain special corrosion- 
preventing ingredients, the effective- 
ness of these inhibitors is gradually 
depleted through normal use. 

With prolonged service, a time is 
reached when the inhibitors in the 
antifreeze can no longer satisfactorily 
protect the metal parts of the system. 
No hard and fast rule can be set down 
as to how long a given antifreeze will 
provide satisfactory performance, since 
the life of corrosion inhibitors depends 
on speed, mileage, rust deposits and 
hot spots in the cooling system, in- 
ternal exhaust gas or air leakage, con- 
taminants in the coolant, and many 
other factors which vary considerably 
with the individual vehicle. Also, these 
operating factors change as the vehicle 
is driven and mileage increases. 

Why It Doesn’t Pay—lIn a study® in 
which the condition of the cooling sys- 
tem and the glycol antifreeze solution 
in over 300 cars was examined, evi- 
dence of rusting was found in approxi- 
mately 20% of the cars after one year 
of continuous use of a single filling of 
antifreeze. The percentage of rusting 
jumped to 65% in cars in which the 
antifreeze had been in the radiator for 
two years and to a startling 98% for 
cars using the same antifreeze for three 
or more seasons. 

In another article* pertaining to 
antifreeze performance and corrosion 
inhibitor life, it is reported that the 
corrosion inhibitors were entirely de- 
pleted in up to 26% of the test vehicles 
after 7,500 miles of driving and in up 
to 50% of the cars after 10,000 miles 

(Continued on page 50) 
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| (COOUMETIAS 


@ Year after year Columbian standard model 
Truck Tanks give more and more owners long- 
life, trouble-free service that means increased 
profits. Whether you need additional or replace- 
ment trucks, you'll get more with Columbian SM- 
54, including these outstanding features: 


DOUBLE PARTITIONS 


Double bulkheads with integral 
partition mounting. Steel cross sills 
directly underneath — distributes 
weight of tank and contents 
throughout circumference of shell 
—eliminates load concentration of 
old style bolsters. 


@ (Below) 1200-gallon capacity. Five 
compartments—350, 300, 250, 200, 100. 


a nt 


- 
- —. 


SERVICE 


ciT1ES © 


pETTWAY OIL CO. 


\ TAPERED Opx STEEL BATTEN / 








SiLLS STRips " a 


3-POINT SUPPORT 

An exclusive extra of 

Columbian tanks. At front 

tank rides on a single pivot 

anchored each side rear— 

same principle as standard for truck cab and motor mount- 

ings. Balance of load is maintained and tank shell is protected 

from all road shocks and twisting strains. 

UNDER VIEW —Here is the secret of long life and 

trouble-free service. Full length all steel subframe—famous 

3-point support—pipe lines of welded tubing eliminate leaky 
and flow restricting 
threaded joints — 
hose tubes of heavy 
duty galvanized 
steel. 


Plus Extra large bucket box allows 
for immediate or future dual meter 
installation. Bolted sump outlets per- 
mit later installation of emergency 
valves without steaming tank. Skirting 

stress points are doubly rein- 
forced to prevent ‘“drum- 
ming” and fatigue due to vi- 
bration. A safety bonus is 
provided by anti-slip rail 
formed on outer edge of 
runboards. Standard on all 
Columbian Truck Tanks. 


ite now for free literature giving complete informatior 











f out of every 3 cars tn America 








ow world-famous Auto-Lite 


Leading dealers, distributors and mechanics from coast to coast for 42 years have 
looked to Auto-Lite to help them build business. They know customer satisfaction 
is built into the advancements made possible through ignition engineering. 

Their reputation is protected by unmatched field service. Selling is made easier 
by the greatest advertising and the soundest promotion effort in the industry. For 
performance and profit they have proved the soundness of the phrase... 

“You’rRE Aways Ricut Wits Avurto-Lire.” 


Tune in “Suspense!’”. . . CBS Radio Mondays . . . CBS Television Tuesdays 
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Z A -- Auto-Lite Offers you a 
Full Line of Profit Leaders 


Auto-Lite Wire and Cable is backed by unmatched 
national advertising. Top-rated Auto-Lite “Sus- 
pense” ‘T’\ and Radio shows feature Neosheath 
(Steelductor or copper wire) for top spark plug 


performance .. . 
exclusive 


Auto-Lite Battery Cable with 
Anti-Corrode terminals for longer life 


THE ELECTRIC AUTO-LITE COMPANY + 


... and Plastic, Braided, Flextrand, Neoprene, Loom 
Braided Wire. More than one-half of America’s 
car makers use Auto-Lite Wire and Cable as 
original equipment. Special promotion plans 
boost volume—build profit. Ask your distributor 
or write. 


TOLEDO 1, OHIO 
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of operation. While the effective life 
of antifreeze corrosion inhibitors varies 
somewhat with the formulation of the 
particular product, it is clearly indi- 
cated that protection against corrosion 
decreases with prolonged use of any 
antifreeze. 

Discoloration No Test—Many per- 
sons have adopted a policy of using 
one filling of antifreeze until the solu- 
tion in the radiator turns rusty in ap- 
pearance. This procedure cannot be 
condoned for the following reasons: 

Much of the rusting inside the cool- 
ing system takes the form of a hard 
rust scale on the surface of the steel or 
cast iron part. Particles of the rust do 
not always break loose readily to dis- 
perse in and discolor the coolant. Thus, 
considerable rust damage may occur 
before a warning is obtained by ob- 
serving that the coolant has turned a 
characteristic rust-brown color. 

The products yielded from the cor- 
rosion of parts made from copper, 
brass, and solder, etc., often do not 
discolor the coolant solution as rust 
does. Severe corrosion damage of radi- 
ator tubes, soldered joints or other 
parts can, therefore, occur before the 
motorist is aware of the condition. 


Unfortunately, the corrosive condi- 
tion of an antifreeze solution at any 
given time can only be determined 
through extensive corrosion _ tests, 
which are many times as expensive as 
the cost of a fresh filling of antifreeze. 
Even these tests do not give an accu- 
rate picture of how much longer the 
antifreeze will continue to perform sat- 
isfactorily because the everchanging 
conditions in the cooling system of the 
car cannot be predicted or accurately 
duplicated in the laboratory. 

Use, Then Drain—Antifreeze au- 
thorities agree that it is much wiser 
for both technical and economic rea- 
sons to drain and discard antifreeze 
after one winter of use rather than to 
gamble with the possibility of cooling- 
system damage and expensive repair 
bills. 

Dealers are well advised to recom- 
mend “Spring Drain-Out” of antifreeze 
to their customers. In doing so, they 
will not only help their customers to 
obtain better summer driving but will 
also be creating potential customers 
for antifreeze the following fall. 

Add the Inhibitor—For best all- 
round performance, the cooling sys- 
tem should be serviced with clean 





PAINTING 
TANKS * WALLS 
FENCES * BUILDINGS 


- FencPaintel? 
Applicator System 


HUGE SAVINGS 
in labor and matericl. 


FencPainteR equipment and enamels have proved their 

worth and efficiency in hundreds of plants and institutions 

—names on request. It is the quickest, simplest, most 

economical way of painting on every kind of surface, 

rough or smooth. FencPainteR enamels apply smoothly, 

evenly and uniformly, drv with a brilliant finish. 

SPECIAL TRIAL OFFER — Including industrial size FencPainteR and 

5 gal. FencPainteR aluminum enamel, | gal. solvent Complete, only 

$57.00. Enough to do 3,500 sq. ft. 

(Add $5.00 for gray, white or black — $10.00 for red or green). 
Unconditionally Guaranteed 

THE ONLY ROLLER MADE WITH CAPILLARY ATTRACTION (PAINT HOL 


FencPaintele Corporation 
2314 W. Ven Buren Street Dept. NP Chicego 12, mM. 


MAIL COUPON fer new 32 page illustrated brochure with full details 
covering FencPainteR products and their use. 





esses seeereer 


FenePainteR Corp., 2314 W. Von Buren St., Dept. NP.Chicego 12, iil. 
[7] Please rush Free 32 page Brochure 
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water for summer driving. It is impor- 
tant, however, that an antirust com- 
pound be added. Even distilled or rain 
water will rust and corrode metal 
parts. If used without treatment, plain 
water can produce enough rust in an 
automotive cooling system in one 
summer to completely clog the tiny 
water passages. The attack of metal 
parts by water can be practically elimi- 
nated through the addition of a good 
antirust preparation. Furthermore, the 
cost of using a summer antirust prep- 
aration is negligible (1¢ to 2¢ per 100 
miles of driving) and can save the mo- 
torist many dollars in repair bills. 

Cooling system service should be 
included in every spring changeover 
program. By adopting the following 
precautionary steps, the dealer can as- 
sure his customers of summer driving 
that is free of unsatisfactory engine 
performance or annoying and expen- 
sive breakdown. At the same time, he 
can hike spring profits substantially. 

1. Drain used antifreeze. 

2. Clean or flush the cooling system. 

3. Inspect the system thoroughly to 
make sure it is in proper operating 
and mechanical condition. Repair or 
replace damaged or worn parts. 

4. Service the cooling system with 
water. 

5. Install a good antirust prepara- 
tion in accordance with the manufac- 
turer’s recommendations. 
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High TBA Ratio Posted 


A father-and-son Gulf dealer team 
have racked up an impressive TBA 
ratio. Otis and Jess Sanders of Elkton, 
Ky., are moving their TBA line at a 
$51 per 1,000 gal. clip. 
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Nothing stops ‘em like DULUX 


Rolling along the highway, a motorist decides 
at a glance whether to stop at your station or 
go on to the next one. Bright, new-looking pumps 
and buildings catch the driver’s eye . . . instantly 
create the good impression that makes the dif- 
ference between winning or losing a sale. 

That’s why more and more profit-wise station 
owners are protecting their equipment with du- 
rable Du Pont DULUX Enamel. They’ve 
found that sparkling DULUX colors insure ex- 
tra eye appeal ... stay fresh for years. And 
dependable DULUX stands up to rough weather 
and hard knocks. . . resists oil, gas and grease 
spillage . . . pays off in far lighter maintenance 
problems and costs. 

So take advantage of the sales-pulling power 
of DULUX. With over 187,000 stations com- 
peting throughout the country, it’s just good 
business to have the car-stopping appeal of 
DULUX on your side! 
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There’s a Du Pont Finish for every service-station surface! 


NEW ODORLESS 
COLOR CONDITIONING 
PAINTS 
for station interiors 


Cheerful, inviting station in- 
teriors are good business! A vail- 
able in matching colors, in flat, 
semi-gloss and gloss, these new 
odorless paints make interior 
maintenance painting practical 
at any time without inconven- 
ience to you or your customers. 
Washable colors stay lovely for 
years! 
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BETTER THINGS FOR BETTER LIVING 
++. THROUGH CHEMISTRY 


ENAMEL 


Chemically engineered to do the job better 


51 





We torture truck axles to 


in the new Timken-Detroit indoor proving ground 
...and only Timken has it! 


We shock-load, abuse, and torture them. Match every conceivable 
hauling condition. Then add a few brutal tricks of our own! 


Why? So you’ll know in advance, and 
for sure, that a Timken-Detroit axle can 
take the punishment it was designed for. 
More rugged, grueling punishment 
than any other trailer axle made! 

To prove it, we capsuled a multi-thou- 
sand acre proving ground into one room. 
Here our engineers can put 50 years of 
experience in building axles for trucks, 


buses and trailers to work — subjecting 
axles and gearing indoors, to any out- 
door operating condition. 

Such exacting research pays off for 
you in: longer axle life; less mainte- 
nance, repairs and downtime; reduced 
operating expenses. This is why Timken- 
Detroit axles are preferred by manufac- 
turers and operators everywhere. 





How TDA proves axle quality 
in this ‘Torture Chamber” 


We pick one of our axles at random 
... then duplicate a hauling condi- 
tion, hour after hour, day after day 

. . Simulating half a million miles 
of the toughest driving situations in 
just a few days. Or “invent” a test 
like going uphill with a full load 
from California to New York non- 
stop. There is no other axle testing 
like it in the world! 





This is our “truck driver.”” He 
works in our “Torture Chamber.” 
Above him are graphs showing 
speed and torque performance un- 
der any operating condition he 
chooses . . . soft ground at full load 
... mountains... express highways 
or side roads. With special dials, re- 
corders and electronic devices, he 
actually drives the axle with scien- 
tific accuracy from his chair! 








Hauling pipe? You need Timken- Detroit 
axles—duplicates of axles given the “works” 
in our indoor testing ground. Simulating pun- 
ishment the axle gets hitting a chuck hole 
with capacity load every 4 seconds, 24 hours 
a day, month after month—to save you money 
on maintenance and repairs and make you 
more money every load. 




















“TORTURE-TESTED” 
to Save Money on the Job 


WORLD’S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 
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THREE TYPES: Hypoid- 
helical double-reduction, 
optional inter-oxle differ- 
ential. Worm drive, with- 
out inter-axle differential. 


For six-wheeler operation ... the TDA 
Tandem Drive Rear Axle Unit 


Now — the lightest weight tan- 
dem drive rear axle unit for 
heavy-duty motor trucks! And 
with these features, developed, 
introduced and pioneered by 
TDA: (1) Available in 3 types 
of final drives and 3 capacities. 
(2) Top-mounted straight-line 
final drive eliminates propeller 
shaft angularity. (3) Optional 
inter-axle differential . . . spur 
gear design, cab-controlled 
power-lockout. (4) Torsion 
flow axle shafts . . . guaranteed 
for 100,000 miles or three years, 
whichever occurs first. (5) Hot 
forged steel axle housing... 
guaranteed for the life of the 
vehicle. (6) Unit-mounted “P” 


series power brakes... for 
longer life, greater economy 
and efficiency. (7) Cradle ride 
spring suspension and paral- 
leled torque rod system... 
maintain correct alignment 
and weight distribution regard- 
less of driving and braking 
conditions. (8) Exclusive two- 
piece trunnion tube bracket 
speeds servicing. (9) Remov- 
able torque rod and spring 
guide brackets . . . for positive 
alignment, easier replacement. 
(10) Rubber torque rod bush- 
ings and rubber spring seat 
bushings . . . eliminate metal- 
to-metal contact. Require no 
lubrication. 


Increase axle life with Genuine TDA Equipment Parts 


Take no chances with ordinary 
replacement parts. For sure, 
dependable factory-type jobs, 
look to genuine Timken-Detroit 
axle parts kits—identical to 
your axles’ original equipment. 

Each kit is complete — gives 
you everything you need —in 


one handy package. Gaskets 
and shim parts, brake liners, 
steering knuckles, differential 
gears — for every size of brake 
and axle. Order by number 
from your dealer. Cut labor and 
adjustment costs. Get trucks 
back on the road quicker! 


Plants at: Detroit, Michigan * Oshkosh, Wisconsin * Utica, New York * Ashtabula, Kenton and Newark, Ohio + New Castle, Pennsylvania 








Esso Uses Angle Parking for Small Inventory Products 


Esso Standard Oil Co., at its New Haven and Everett 
warehouses, uses a unique storing method for special types 
of industrial lubes and other items for which there is little 
demand. Small-size pallets, 24x48 in., are used and they are 
stored in short stacks. To compensate for the loss of over- 


Electronic Analyzer Out 

An electronic engine analyzer for 
the automotive industry is on the 
market following its introduction in 
the San Francisco Bay area. The 
“Annie” weighs only 6 Ib. and is 
completely portable. It produces on a 
cathode ray screen a picture of what 
is happening in an engine while it is 
operating. Powered by the car bat- 
tery, the analyzer is connected to the 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


@ Readers’ Information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd St., New York 36, N.Y. 


distributor side of the primary wind- 
ings of the coil. The hand probe is 
touched to the spark plugs individu- 
ally. “Annie” will show a “normal 
pattern” when all cylinders of the 
engine are functioning properly. An- 
alysis is made while the engine is 
running at idling speed and at normal 
operating temperature. Price is $225 
FOB Oakland. Elan, Inc. 


Circle No. 1 on Reply Coupon 


Your inquiry will be forwarded to the manufacturer. Void after Aug. 4, 1954. 
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head space, the rows are moved closer together. The angle 
method of parking allows a fork-lift truck room to maneu- 
ver. Though 30% of the warehouse floor space is lost, the 
storage method saves much time that otherwise would be 
lost moving products to get at little-needed items. 


Machine Crushes Cans 


Storage space required for empty 
oil cans may be cut by 89% with a 
new automatic can crushing machine. 
The “Pres-A-Kan,” first machine of 
its kind to reach the market, operates 
on compressed air. Empty oil cans 
are inserted at the top of the machine. 
When the lid closes, a valve trip 
is activated and the can is crushed 
to a thickness of five-eighths inch. 
The machine comes in two models— 
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THE RIGHT 
TRUCK TANK 
for you 


Take a good look at the six truck tanks illus- 
trated here. Five are stock models, one is a 
de luxe, custom-made job. They all have a 
number of important things in common— 
things you want in your truck tanks. 

Each one was engineered to the exact re- 
quirements of the work it has to do. Each one 
is constructed of the highest quality mate- 
rials, with strength to spare wherever strength 
is required. Each fitting and accessory is 
specifically designed for its particular purpose. 
All fittings are steel, malleable iron, or high- 
grade bronze. Each weld is expertly made 
and with no skimping. The tank of each one 
was tested at least twice after mounting. 

Of every 4 Quaker City truck tanks we 
build, 3 are repeat orders. Whatever your 
requirements—an inexpensive stock tank or 
a de luxe streamlined unit—Quaker City is 
your best buy. Write for full information. 


QUAKER CITY 
IRON WORKS 


3400 Gaul Street * Philadelphia 34, Pa. 


ONE OF AMERICA’S LEADING TRUCK TANK BUILDERS 
FOR OVER 25 YEARS 
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“The Betsy Ross” —1,200 gal., 3 compartment stock truck 
tank mounted on model F6 Ford. CA 84”. 


“The William Penn” —1,500 gal., 3 compartment stock unit 
mounted on model KB 7 International. CA 102”. 


“The Ben Franklin” —2,000 gal., 4 compartment stock truck 
tank mounted on model U70 Autocar. CA 103%". 
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“The William Penn’ —1,200 gal., 3 compartment stock unit 
mounted on model 6403 Chevrolet. CA 84”. 


— 


“The Quaker Maid”—2Z,300 gal., 4 compartment tank 
mounted on model 755 GMC. CA 120”. 


= 


2,500 gal., 5 compartment de luxe unit mounted on model 
U70 Autocar. CA between front tandem axle and cab 120%". 





THE COST OF A 
GOOD METER IS 
PEANUTS... 


COMPARED WITH THE MONEY IT 





One of your tank truck meters may be making 2800 fuel oil sales and handling 
$75,000 of your money every year! Your bulk plant meters are capable of 
delivering their own value in gasoline in less than half an hour! If a meter’s 
accuracy slips only a fraction between tests, you can't afford the losses you'll 
have. Neither can you afford to test the meter all the time. 

Maintenance costs are important, too, for every dollar spent on repairs 
means you lose the profits on many gallons sold. Sustained meter accuracy 
and low maintenance quickly outweigh all other considerations such as dif- 
ferences in initial price and pumping costs. Insist on the finest meters you can 
buy . .. Red Seals . . . for all your trucks and loading racks. 


Want proof of sustained “|! drove a tank truck with a Red Seal meter for six 


accuracy? Read what these years, put 13,000,000 gallons through the meter, with- 


Bad Seal coast say: out a single repair bill,"’ states a man in Texas. 


Another Red Seal user in New Jersey asked Neptune 
to modernize six 3” meters that had delivered more 
than $0,000,000 gallons apiece. Each measuring cham- 
ber needed only two inexpensive replacement parts. 


“We feel these meters paid for themselves within the 
first six months,” says a Mi ta oil company which 
has Red Seal Print-O-Meters in four bulk plonts. 


Aecuracy You Cam Bank On 























NEPTUNE METER COMPANY 


SO WEST SOth STREET «© NEW YORK 20, WN. Y. Branch Offices: 


ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 

IN CANADA: NEPTUNE METERS LTD., 

1430 LAKESHORE RD., TORONTO 14, ONT. 
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EQUIPMENT 


a barrel-top design that fits on top 
of a standard 55-gal. oil drum and a 
cabinet model built to accommodate 
a 100-lb. grease drum. National Metal 
Products Co. 


Circle No. 2 on Reply Coupon 


Tools Ease Filter Work 





Dealers are being offered a new 
oil filter service tool kit at a reduced 
price in connection with a promotion 
program for Wix filter cartridges. 
The kit, an $18.35 value, will sell 
for $5 with the purchase of 30 Wix 
cartridges and the dealers fill-in car- 
tridge requirements over a 90-day 
period. The tools make cartridge 
changing easier and simplify the job 
of servicing hard-to-get-at filters on 
many new model cars. Wix Corp. 


Circle No. 3 on Reply Coupon 





Bumper Lift Versatile 


All models of passenger cars and 
light trucks can be handled by a 
new air-operated bumper lift. The 
device is built for heavy duty, but 
still is easily portable. It can lift more 
than 3,500 lb. Equipped with a broad, 
sturdy base that can’t tilt, twist or 
turn, the product also features ad- 
justable telescoping lift arms that ex- 
tend to 45 inches. Dixie Tallyho, Inc. 
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Heavy Duty Hydra-Matic 


“Twin Hydra-Matic” drive will be 
available soon for heavy duty GMC 
trucks. The new automatic drive con- 
sists of an upper and lower unit 
mounted one over the other and gov- 
erned to shift alternately with each 





Valve Firm ‘Puts the Show on the Road’ 


Edward Valves, Inc., is telling its story to its customers with a “Valvemobile.” 
The display truck now is touring the south and southwest and will move north 
in July. President W. F. Crawford says, “We have long felt the desire to have 
all our customers visit our plant and see our laboratories. However, we realized 
that for most, a trip to East Chicago (Ind.) was very unlikely. So, in miniature, 
we bring Edward to them.” The Valvemobile will seat 10 people for the show, 
which includes a color-slide tour of the Edward plant. This is the first display 


truck of its type in the valve industry. 


other, through seven forward speeds 
and one reverse. Both units are 
geared together at the rear, driving a 
single output shaft connecting with a 
three-speed reduction unit. This com- 
bination of Hydra-Matic and reduc- 
tion unit provides the automatic gear 
shifting required under varying condi- 
tions throughout three separate ranges 
—creeper, low and direct, the com- 
pany says. A GMC spokesman said 
that on one 300-mile stretch of high- 
way, a driver is compelled to execute 
600 shift sequences, averaging as many 
as eight to 13 individual shifts per 
sequence. Decrease in driver fatigue 
and saving of time through faster 
automatic shifting will mean a more 
efficient shipment of goods over the 
highway, the spokesman said. 

Circle No. 5 on Reply Coupon 


Warnings Easily Applied 
Brilliant warning signals in self- 
sticking tape form save slow, costly 
hand painting and stencilling when 
danger areas must be marked off. They 
can be applied permanently to any 
clean, dry surface without moisten- 
ing. They come in rolls, in widths of 
1, 1% and 3 in. three color com- 
binations—yellow and black stripes, 
black and white and red and white. 
Materials available are acetate plastic 
for indoors, polyvinyl plastic for out- 
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doors and around dirt, grease, oil and 
solvents, and “Scotchlite” where re- 
flection is needed. W. H. Brady Co. 
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Space Problem Solved 


Service station dealers can solve 
their problems of limited display 
space with a new TBA salesroom 
fixture. Available in 8 and 12-ft. 
sizes, the fixture is free-standing and 
can be assembled in one hour. No 
installation costs are involved and it 
is easily dismantled, leaving no dam- 
aged walls or floors. Shelves are ad- 
justable, adapting the unit to a wide 
variety of displays. One shelf can be 
adapted for a write-up or service desk. 
Prices are $159.95 for the 8-ft. unit 
and $225 for the 12-ft. model. Good- 
year Tire and Rubber Co. 
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LITERATURE 


Booklet on Pumps 


A 10-page booklet describes a new 
line of self-priming pumps for water, 
oil and industrial liquids. The line 
ranges from small models to heavy- 
duty pumps with capacities in excess 
of 140 gal. per minute. One of the 
principal features of the new pumps is 
the cartridge design construction, 
which permits quick changes in the 
field with a minimum loss of pumping 
time. The pump element may be re- 








moved without breaking the piping. 
Gorman-Rupp Co. 
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Auto Hoist Film 


A 22-minute sound slide film covers 
the “profit dimension,” defined as the 
third measurement of elevation that 
can be added to the length and width 
of a service bay through installation 
of a hydraulic auto hoist. Actual serv- 




















There's nothing petty about 
the REPLACEMENT LAMP BUSINESS. 
You can increase your share 

of it by carrying the complete 
Tung-Sol line, so you can fill 
every lamp need of every car, 
bus and truck on the road. 


AUTO LAMPS 


SIGMAL FLASHERS 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 


ice operations are reviewed in the 
film. Globe Hoist Co. 
Circle No. 9 on Reply Coupon 


Product Catalog 


The complete Buckeye equipment 
line is described in a revised catalog. 
The company announced the catalog 
has been brought up to date and com- 
pletely redesigned for easy factual 
reference. Buckeye Iron and Brass 
Works. 
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Tank Paint Bulletin 


The complete General Paint “tank 
protection system” is described in a 
four-page, two-color illustrated bulle- 
tin. The booklet covers primers, coat- 
ings and trim recommended and in- 
cludes complete data on _ surface 
preparation, priming and application 
of finish and trim coats. General Paint 
Corp. 
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Conveyor Belt Repair 


Splicing and repair of conveyor belt- 
ing is explained in a 32-page manual. 
A series of 42 photographs illustrates, 
step by step, the splicing procedure. 
Information is included on splicing 
materials, tools needed, best conditions 
for splicing and repair, method of 
splicing cord and fabric belts and spe- 
cial procedure in splicing rayon belts. 
Detailed instructions in on-the-job vul- 
canizing of splices by means of port- 
able vulcanizers are included. 

Circle No. 12 on Reply Coupon 


Heater Data Catalogued 


Taco’s line of commercial and in- 
dustrial heat exchangers is covered in 
a 36-page booklet. Capacities, sizes, 
dimensions and weights of fuel oil 
heaters and other products of this 
company are included. Taco Heaters, 
Inc. 
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Service Simplified 


A new Stromberg service parts cata- 
log offers easy-to-find, latest parts in- 
formation for original equipment and 
replacement carburetors on all popu- 
lar passenger cars and light trucks from 
1942 through 1954. The booklet is 
illustrated with exploded view line 
drawings, every part number keyed for 
rapid identification. Bold face listings 
and extra large type sizes assure easier 


to read parts and service information. 
Bendix Products Division. 
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Soles Offices: Atlanta, Chicago, Columbus, Culver C 


ity (Los Angeles), Dallas, Denver, Detroit, Newark, Philadelphia, Seattle 
TUNG-SOL mokes: All-Gloss Sealed Beam Lomps, Miniature 


, L » Signal " 
Special Purpose Electron Tubes and Semiconductor Products. amon, Signa! Mlachors, Picture Tubes, Redie, TY and 
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"e@)nhe - : : interpreting the oil news 


Pacific Coast 


By Charles N. Pollak 





War in Los Angeles 


One of the boldest price-cutting 
forays since the demise of OPS was 
launched in Los Angeles near the end 
of April. And it has had an unsettling 
effect on the private-brand gasoline 
market. 

A 15-pump Thrifty service station 
at 3071 Olympic Blvd., used a bill- 
board and 3’ x 5’ signs to announce 
postings of 13.9¢ per gal. for regular 
and 18.9¢ and 20.9¢ for premium- 
grade gasoline (ex 8¢ state and federal 
taxes). The prevailing private-brand 
prices ranged between 16.9¢ and 17.9¢ 
for regular. 

Last week, three large private-brand 
multipump stations retaliated by post- 
ing 12.9¢ for regular-grade. One of 
them proclaimed “Gas War” on a large 
sign. 

So far, the cutting has been con- 
fined to East Los Angeles. 

Thrifty station manager Nathan 
Pearlston, estimated that the move 
was boosting his gallonage by about 
30%. “I’m out for new business and 
new faces,” he said. 

The station belongs to Sunset Oil 
Co.’s chain. Recently, Sunset has been 
developing a string of Thrifty trade- 
name stations as its price outlets. In 
addition, it maintains its basic Golden 
Eagle stations and operates another 
group of stations as Union Oil outlets. 


Shocking Pink for GP 


Introducing its new Mobilgas Spe- 
cial premium gasoline in the Far West 
last week, General Petroleum Corp. 
left no promotional stone unturned. 
Besides a hard-hitting advertising cam- 
paign in a wide variety of media, GP 
made sure of catching the motorists’ 
eyes with station displays done in 
what company officials called “a shock- 
ing pink by Schiaparelli.” 

Color theme was repeated in bril- 
liant, striped-cloth wrap-arounds tied 
onto pumps. Concentration of pink 
was greatest in the bunting draped 
from a post bearing the station sign. 
Here, the effect resembled the flag- 
bedecked yardarm and halyards of a 
liner on its maiden voyage. GP pro- 
motion men were pleased with vio- 


lence of the color. “It clashes with 
everything,” said one happily. 

Even though some dealers jumped 
the gun on the official beginning date 
for the campaign, the company took 
pains to make an abrupt changeover 
from the old premium fuel. 

The idea was to give regular cus- 
tomers a pleasant surprise as their cars 
responded to the new gasoline, re- 
portedly, 93 octane. 

In order to make the changeover 
effective, dealers were asked to divert 
leftover old premium into regular 
tanks. An unanticipated by-product of 
this operation, a GP man recounted, 
was temporary consternation in the 
ranks of the company’s competitors. 
For a while, he said, they thought GP 
had sharply upgraded its regular 
branded product. 


Another Additive Gasoline 


Anether small refiner in California 
—Socal Oil & Refining Co. of Hunt- 
ington Beach—has put an additive in 
its premium-grade gasoline to keep 
pace with the upgraded premium fuels. 

Socal bought an Ethyl Corp. addi- 
tive which it blends at its own refinery. 
It has been tagged with the initials 
“I. C. C.” for “ignition control com- 
pound”. Socal claims the additive is a 
safeguard against preignition and en- 
gine knock. 

Socal is not charging extra for it. 
Its brands names are “Paragon Regu- 
lar” and “Paragon Ethyl”. To adver- 
tise the additive, Socal has added a 
smaller decal below its “Paragon 
Ethyl” decal, reading “With ICC.” 

Socal, which sells about 1,350,000 
gal. a month, markets in southern 
California. 


Ounce of Prevention 


The Western Oil and Gas Assn. has 
reorganized its public relations setup 
to improve the effectiveness of the 
operation. 

Previously there was a public rela- 
tions committee, a policy group com- 
posed of some of the company heads. 
It met occasionally, and there was 
seldom full attendance. Also, there 
was a public relations subcommittee, 
composed of the working public rela- 
tions managers of member major com- 
panies. It made recommendations to 
the policy committee. 

Under the new setup, the policy p.r. 
committee is composed of the heads 
of eight oil companies (Charles S. 
Jones, Richfield Oil Corp., chairman 
ex officio; John W. Hancock, Hancock 
Oil Co., vice chairman; Sam Bowlby, 
Shell; R. L. Minckler, General Petro- 
leum; T. S. Petersen, Standard of Cali- 
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fornia; D. T. Staples, Tide Water 
Associated; Reese H. Taylor, Union 
Oil; and Torrey H. Webb, The Texas 
Co.) Chances are it will meet once 
a month. 

Both the base and scope of the sub- 
committee have been broadened. It 
consists of company p.r. managers. As 
an operating committee, it will have 
to meet more frequently, possibly 
every week. 

In broadening its scope, the com- 
mitteemen will try to anticipate situa- 
tions that may become public relations 
problems. By spotting them before 
they develop, they may be able to 
devise preventive measures for dealing 
with them. 

One of its principal functions, the 
Oil Information Committee program, 
is being built up steadily and continues 
as a major WOGA endeavor. 


Atlantic Coast 


By 
Raymond E. Bjorkback 





Helping Dealers Sell 


A pilot course in service station sell- 
ing for dealers and their helpers at 
Bridgeport, Conn., is throwing some 
interesting light on the place the pub- 
lic school organization can fill in up- 
grading gasoline retailing. 

Observers find that the Bridgeport 
class members aren’t so hesitant about 
speaking up as they would be in 
supplying-company training sessions. 
(This is a conference-type course.) 

A case in point might be a discus- 
sion of selling procedure. 

The supplying company might rec- 
ommend a set series of steps whereby 
the arriving motorist’s windshield is 
wiped first, and he’s greeted next. 

The dealer might feel the reverse 
would be more logical. But in the 
company training session he’s afraid 
that, if he speaks his mind, he'll give 
the impression of being difficult. So 
he keeps his opinion to himself. 

In the “outside” training sessions— 
at least in Bridgeport— exchange of 
ideas gets rather spirited at times. 

Those in the class say its interesting 
to hear the opinions, and about the 
methods, of dealers selling different 
brands. 

Enthusiasm generated this way of- 
ten has them adopting methods they'd 
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meant to try out but never got around 
to, they report. 

“We get a lot out of our company 
training programs, but . . .” they add. 

On the other hand, the public train- 
ing course has been attracting those 
who need it least; the marginal opera- 
tor has been conspicuous by his 
absence. 

Also, more dealers than helpers are 
attending. 

The course, of eight weekly two- 
hour sessions, is under the direction 
of a state school official who’s been 
interested in helping with API plans to 
draft basic public courses in service 
station selling and operating. He’s 
James A. Dorsey, state supervisor of 
distributive education. 

The Bridgeport Chamber of Com- 
merce, which is sponsoring the ses- 
sions, initially housed its quarters in a 
hotel, but is now in a cash register 
company’s establishment. 

The volunteer instructor is Robert 
Taylor, vice president of a firm of 
merchandising specialists. He’s teach- 
ing “modern methods of building sales 
—how to build good will for a station, 
and get the sales story across to its 
customers.” 

One mimeographed advance notice, 
inviting 20 dealers and station em- 
ployes to take the course, drew appli- 
cations from more than could be 
accommodated. 


Another Dealer Program 


The college-level, lecture-type pro- 
gram for sharpening dealers’ business 
talents has caught on firmly in 
Brooklyn. 

Recently concluded there was an 
initial series of five lectures by faculty 
members of the New York City Com- 
munity College of Fine and Applied 
Arts, a division of New York State 
University. 

So pleased with results were the 
Gasoline Merchants of Brooklyn, 
prime movers and co-sponsors, that a 
second series now has been started. 

While basically the same course, it’s 
longer by two lectures, and slightly 
modified as to coverage of subjects. A 
new subject, Business Law and Insur- 
ance, has been added. The class is 
limited to 25 dealers. 

First lecture of the new series was 
last week—on planning a successful 
station. Subjects for succeeding 
Wednesday evenings are: 

Merchandising I—Why people buy, 
and how; Merchandising I1l—Pricing, 
markups, turnover, profits; Bookkeep- 
ing Controls I—Cash, credit, inven- 
tory; Bookkeeping Controls II—Ex- 
penses, taxes, profits; Business law and 
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insurance; Increasing net worth of 
your business. 

Chairman of the retailers’ group is 
Samual Rosenwasser, a member of 
API's Service Station Advisory Com- 
mittee. Nat Dorr is president, and Nat 
Azarow, executive secretary. 


In Opposition to AFL 


Final steps toward formal organiza- 
tion have been taken by the Phila- 
delphia gasoline dealers who closed 
ranks several months ago against 
hoodlumism in AFL Teamster Union 
efforts to enlist members among serv- 
ice station employes. 

The dealers decided last week to 
apply for establishment under Dela- 
ware laws as a non-profit organiza- 
tion, and to call their group the Auto 
Service Station Assn. 

More than 100 of them have paid 
$25 each as 1954 dues. 


Midwest 


By Leonard Castle 


Shell Hikes Margins 


Shell jobbers in Minnesota and Iowa 
received the happy news last week that 
their margins are being increased to 3¢ 
per gal. on regular grade gasoline and 
3.5¢ on premium. They previously 
were Operating on margins of 2.75¢ 
and 3.25¢, respectively. 

The higher margins were particu- 
larly pleasing to Shell jobbers since 
they come at a time when gasoline 
consumption is on the upsurge with 
approach of the summer driving 
season. 

The increases bring Shell’s margins 
into line with those of other major 
companies, which were adjusted fol- 
lowing the general price increases last 
summer. In fact, Shell’s new margin 
on premium is a bit higher than that 
of most other companies in the area. 

There was considerable dissatisfac- 
tion among Shell jobbers for several 
months when the company failed to 
follow the general industry trend con- 
cerning margins. But R. T. Seidel, 
Shell division manager at Minneapolis, 
at a meeting in January, frankly ex- 
plained why the company had not 
moved on the margin problem. 

First, he said, the company had a 
moral responsibility to its stockholders 


who “are looking to us to make as 
much money for them as we can with- 
in the moral responsibility that we 
have to our customers and our em- 
ployes.” 

Second, Shell’s costs are higher than 
its competitors because the company 
must purchase millions of barrels of 
product from other refiners. 

Third, as a group and despite the 
disparity in margins, Shell jobbers 
were able to increase their business 
more than did competitive distributors. 

Fourth, Shell believes its jobber pro- 
gram will make money for its jobbers 
far and above that which a competitive 
line could produce. 


Crucial Time Ahead 

Russel S. Williams, president of 
Gaseteria, Inc. at Indianapolis, says 
that the Independents in the marketing 
segment of the industry are in greater 
need of outstanding leadership today 
than ever before. 

The veteran private brand marketer, 
one of the industry’s most widely- 
known Independents, points to the 
gasoline quality race and its accom- 
panying advertising programs as proof 
that “we are entering a period of the 
most intense competition the industry 
has seen in years.” (See NPN, April 
28, for an account of how Gaseteria 
is meeting that competition). 

“This new era of competition is go- 
ing to separate the men from the 
boys,” he contends. “The inefficient 
marketer is going to be washed out. 
What we need is the kind of leadership 
that will help all Independents to be- 
come more efficient marketers. We 
need a lot of good Independents, not 
those who just drift with the tide.” 


A Profitable ‘War’ 

Eighty-one new members were added 
to the rolls of the Northwest Petroleum 
Assn. during a 24%-month “war” be- 
tween two “armies,” one covering the 
northern half of Minnesota, the other 
the southern section. 

Winner of the contest was the north- 
ern army headed by Myles Hall of 
Duluth, association president, which 
signed up 52 new members. The losing 
team was captained by Tom Gemlo of 
Minneapolis, vice president. 

The individual champion was John 
Kuether of the Mille Lacs Oil Co. of 
Milaca who signed up 10 new mem- 
bers to win the grand prize of a steel 
filing cabinet with built-in bar. 

A banquet closing the contest was 
held in Minneapolis on April 20. The 
losing southerners, wearing dunce caps, 
ate bean soup, baked beans and bean 
pie off tin plates with no tableclothes 
or napkins. The winners feasted in 
regal style on steaks. 
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EDITORIALLY SPEAKING 


Consumer Should Be Told What Coal Wants 


May 5, 


John L. Lewis wasn’t exactly saying “Let ‘em 
haul ashes” when the cameraman shot the picture 
of the mine labor chieftain that appears on our 
cover this week. 

But that is just about what the average home 
owner could expect to be doing if Congress were 
to heed what Lewis and other coal people now 
are demanding and fence off oil and gas from 
competing with coal for heating and power 
business. 

Cleaning a coal-burning furnace is dirty, back- 
breaking work, as anyone—man or boy—who has 
ever cleaned one can attest. It’s a task that, in 
winter time, must be performed at least once and 
sometimes as often as twice a week. And to the 
tune, always (or so it seemed), of complaints 
from the lady of the house that, “If you don’t 
stop raising all that dust, I think Ill go out of 
my mind.” 

That’s why fuel oil and, more recently, natural 
gas have been so successful in breaking coal’s 
former monopoly of the heating market. They 
aren’t just more efficient fuels. They're also clean. 
To them attaches none of the back-breaking 
drudgery that goes with “hauling the ashes.” 

John L. Lewis, however, says that it isn’t fair 
to the coal industry for the consumer to continue 
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to exercise the right to burn the fuel of his choice. 
And he, and others in the coal industry, are set- 
ting about an intense campaign to get Congress 
to pass a law that would deny him that right. 

One might not think that such a campaign 
would get very far. Actually, there is grave danger 
of this idea of ending competition in the heating 
business catching on and of Congress doing some- 
thing along that line. Because the campaign is 
being cleverly waged, via the process of button- 
holing and pressuring individual congressmen to 
get on the ball; to take action. 

Note this well: It isn’t the consumer who's 
being appealed to. The appeal is directed, rather 
over his head to his elected representative. 

Isn’t this, though, at once the weak chink in 
the armor of those who are proposing to turn 
back the clock? And doesn’t this suggest the 
opening through which the petroleum and gas 
industries might launch a counter-attack that 
would carry the day—by alerting to his peril the 
one fellow who probably is least aware of what 
is being attempted, yet would be most affected by 
it, Mr. Average American Consumer? 

There is an opportunity here to tell an effective 
story—and to the right people. The industry would 
do well to set about the telling promptly. 


ORE ON FOLLOWING PAGES 





Weekly Oil Market Review and Prices 
About Oil People 
Coming Meetings 





Any idea what year this was? 

















it was the year when Glenn H. Curtiss flew from Albany to New York City in 22 hours 
-.. when the Los Angeles Time building was destroyed by dynamite 


... when Barney Oldfield set an automobile speed record, one mile in 27'4 seconds. 


It was during this year that Gulf obtained a lease on 8,000 
acres of lake bottom in Ferry Lake, Louisiana. Preparations 
were made for the first over-water drilling for oil in the 
United States and probably in the world. 

If you picked 1910 as the year, you’re right. 

Gulf, and the entire oil industry, has come a long way 
since those days and its progress through the years has 
made a fine contribution to America’s industrial growth. 

Here at Gulf we are certain that this contribution will 
ever increase in the years ahead. 


GULF OIL CORPORATION e GULF REFINING COMPANY ¢« GENERAL OFFICES, PITTSBURGH, PA. 
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J. P. Mosher, Jr., Market Editor, NPN and Platt’s OILGRAM Price Service, 330 West 42nd St., New York (36), LOngacre 
OlL MARKETS 4-3000. Other OILGRAM News Bureaus: Chicago (11), 520 N. Michigan Ave., MOhawk 4-5800; Washington (4), 1188 
National Press Building, Republic 7-6630; Houston (2), 810 First National Bidg., ATwood 0412. 


‘Gas’ Demand Centers On High Octanes 


“Short on octanes, but long on barrels.” 

That’s how many refiners in the nation’s oil 
markets described the gasoline picture as the in- 
dustry was poised for its biggest motor fuel season 
in history. 

They found this particularly true as buyers con- 
tinued to step up their calls for top-quality gas- 
olines. And the trend was further pointed up in 
the regular quarterly survey of octane ratings in 
50 U. S. and Canadian cities conducted by E. 1. 
duPont de Nemours & Co. 

Other highlights of markets in the final week of April 
were: 

General reductions in East Coast distillate fuel prices; 

Increase of 0.5¢ gal. in natural gasoline prices. 

‘Gas’ Octane Ratings Jump—New highs in gasoline 
octane ratings of 95.2 (research method) for premium- 
grade at Little Rock, Ark., and 88.4 (research method) 
for regular-grade at Baltimore, Md., and Boston, Mass., 
were reached in April, Dupont’s survey showed. These 
compared with previous highs, in January, of 94.5 for 
premium at Shreveport, La., and 88.2 for regular at 
Pittsburgh, Pa. 

For premium-grade gasoline, survey also showed octane 
rating of 94.0 or above in 15 cities as compared with 
only nine cities in January; ratings increased in 41 cities, 
decreased in seven, and were unchanged in two. 

For regular, six cities had octane ratings of 88.0 or 
above; 39 cities increased, 10 decreased, and octane rating 
in One was unchanged. 

Demand Picks Up—Gasoline trading experienced a 
rather active week at the Gulf, where several cargoes of 
premium-grade material were sold. Lower octane grades 
generally were in light demand and plentiful supply. 

In the Midwest, traders also reported continued improve- 
ment in regular-customer gasoline demand, but they added 
that high inventories still resulted in weak prices in some 
cases. 

Distillate Fuel Prices Cut—In the East, Esso Standard 
reduced its distillate fuels prices in amounts ranging from 
0.1¢ to 0.75¢ gal. generally throughout the area from 
Maine to Louisiana. Atlantic Refining also reduced prices 
0.2 to 0.35¢ in Pennsylvania and Delaware. See P. 72 
for new tank wagon prices of both companies. 

Gulf Oil, New York division, announced a summer-fill 
program, with price protection, for reseller and consumer 
buyers of home heating oils in northern New Jersey, New 
York state and western Connecticut (see P. 67 for details). 

At the Gulf, refiners reported prices 0.25¢ lower for 
kerosine and No. 2 fuel, and for gas oils and jet fuels. 
Low cargo price for No. 2 fuel was off to 8¢ gal. 

Natural Up 0.5¢—Natural Gasoline prices in the Mid- 
Continent increased 0.5¢ gal. with most manufacturers 
quoting 4.5¢ Group 3, and 4¢ Breckenridge, for Grade 
26-70. While demand for Grade 26-70 continued relatively 
light, sizeable quantities of lower vapor pressure grades 
reportedly were disposed of, making available added stor- 
age space for 26-70. 

In specialty products, lubricating oils generally con- 
tinued quiet. Western Penna. refiners reported bright stock 
still weak, and said the outlook for all base lubricating 
oils was “not promising.” 
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The market for liquefied petroleum gases was quiet 
(see P. 67). 

Retail ‘Gas’ Markets Sloppy—Except for New Jersey 
where there was some further improvement in prices, retail 
markets for gasoline were spotted with price cuts. In the 
following, prices are exclusive of state and federal taxes, 
amounts of which are shown in parentheses. 

Newark, N.J. (5¢)—Between 60 and 75% of major 
brand dealers throughout New Jersey have raised their 
regular-grade gasoline prices to 18.9¢ or higher, according 
to reports. Lowest retail prices the past week reportedly 
were 16.9¢ at some major brand stations, 14.9¢ at private 
brand outlets, in northern part of state. In southern part, 
major brand prices generally were said to be levelling out 
at 21.9¢, with private brands 2¢ lower. Sources said New 
Jersey situation “looks healthy,” with large “circus” signs 
disappearing and all “voluntary allowances” off posted tank 
wagon prices discontinued. 

Los Angeles, Calif. (8¢)—Retail prices for regular-grade 
dropped to 12.9¢ at three large private brand multipump 
stations in new rash of localized price cutting in east Los 
Angeles. Station managers explained move was made “to 
meet competition,” one adding that price cut was meant to 
“punish” Thrifty Stations (Division of Sunset Oil Co.) for 
dropping regular-grade price to 13.9¢ at one outlet. 

Boston, Mass. (7¢)—Area of depressed gasoline prices 
spread from East Boston to Boston and northward to 
Salem. In Boston, prevailing price for regular-grade at 
major brand stations was reduced from “normal” 22.3¢ 
to 17.9¢, with private brands generally 2¢ lower. Two 
suppliers cut their 15.7¢ “normal” posted tank wagon 
prices 1.8¢ to 13.9¢. Other suppliers reportedly were 
giving dealers 3.5¢ to 4¢ “guaranteed margin” or were 
granting 1.8¢ “voluntary allowance.” In East Boston, pump 
price at most major brand stations was 16.9¢, with 12.9¢ 
tank wagon posting. 

Wilkes Barre, Pa. (7¢)—Posted tank wagon prices for 
regular-grade were down 1¢ to 12.4¢ in Pittston-to-Berwick 
area of Wyoming Valley, Pa., with 1¢ “voluntary allow- 
ance” being given from 12.4¢ price. Around Berwick at 
south end of valley a few major brand stations reduced 
retail prices to as low as 12¢, while major brand dealers 
in Wilkes Barre were posting 13.9¢, some having dropped 
prices from 14.9¢. 

Providence, R.I. (6¢)—Pump prices, declining since 
price war cleared briefly in mid-March, now generally 
range from 16.9¢ for regular-grade at private brand and 
some major brand stations to “about normal” 19.9¢. Most 
sources said they knew of no “price assistance” being 
given dealers, although one supplier reportedly was guar- 
anteeing dealers 4¢ margin. Large “circus” signs were re- 
appearing, and some private brand operators were using 
free drawings for cash and appliances to attract customers. 


Gulf Coast 


Heating And Gas Oil Prices Off 


Distillate fuel oils—now in the “off” season—shipped 
0.25¢ gal. in the Gulf cargo market the past week. Gaso- 
line—coming into the “on” season—was active. 
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Prices for kerosine and No. 2 fuel eased under the strain 
of offerings with little buyer interest, and kerosine sold at 
9¢, No. 2 at 8¢, down 0.25¢ gal. Additional material was 
reported available at these prices for loading in May and 
June. 

The decline in heating oils was followed by reductions 
in prices for gas oils and jet fuel, both products off 0.25¢. 
Gas oil, 43-47 d.i. was offered at 8.25¢, 48-52 at 8.375¢, 
and 53-57 at 8.5¢. JP-4 jet fuel was quoted at prices rang- 
ing from 9.5¢ to 9.75¢. 

Most of the selling activity was in gasoline, according to 
trade reports, although details were sketchy. A cargo of 
88 oct. regular-grade was sold “at the price of 87 oct., low 
OILGRAM,” and another cargo involving regular-grade 
and premium was arranged for movement to the West 
Coast. 


Premium-grade gasoline trading totalled four cargoes 
sold by Independent refiners to major eastern marketers, but 
prices on these quantities were not disclosed. 


There was virtually no spot activity in heavy fuel in cargo 
lots. On the other hand, coastal buyers continued to 
negotiate for additional quantities of No. 6 for shipment via 
tank car from refineries in the interior. 


Atlantic Coast 


Distillate Fuel Prices Reduced 


General reductions in distillate fuel oil prices were the 
main price development in eastern terminal markets the 
past week. Along the seaboard, tank car cuts ranged from 
0.3¢ to 0.75¢ in prices for kerosine, No. 2 fuel and Diesel 
oil. 

The reductions on April 30 culminated a period of cut- 
price offerings to attract heating oil buyers to the market. 
The season to date has been a slack one as far as sales to 
resellers are concerned. Operators of barge and transport 
terminals all along the coast have feared that seasonal price 
cuts on No. 2 fuel would “prove them wrong” if they 
stocked up too early. The late-April price reductions might 
start supplies moving, trade sources said. 

The first general reductions were made by Esso Standard, 
the company saying the move was an adjustment to current 
market conditions. Esso’s and other suppliers’ reductions 
sent New York harbor distillate prices down 0.3¢ to 10.2¢ 
for kerosine and 9.2¢ for No. 2 fuel. New York barge 
prices for these products were cut to 9.95¢ and 8.95¢, re- 
spectively—0.25¢ below tank car instead of 0.1¢ as 
formerly. 

Elsewhere along the seaboard, the reductions in distillate 
prices were: New Haven, 0.3¢; Baltimore, Boston, Philadel- 
phia, Portland and Providence, 0.35¢; Albany, 0.4¢. Prices 
at Charleston and Wilmington were off 0.6¢ for kerosine, 
and 0.7¢ for No. 2 fuel and Diesel oil. Norfolk prices were 
down 0.75¢. 

At interior points, reductions up to 1.2¢ gal. in prices 
for distillates were reported, and it was cited that price dif- 
ferentials between New York harbor and upstate points 
were cut sharply. This will tend to dry up barge movements 
out of New York to Rochester, Syracuse and Utica, and 
step up pipe line sales, some sources said. 

Other East Coast developments included a summer-fill 
plan announced by the New York sales division of Gulf Oil 
Corp. (see p. 67). Marketers of heavy fuel said that some 
of their big accounts were switching over to coal. 
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Chicago District 
Heavy Fuel Prices Down 0.1¢ Gal. 


Heavy fuel prices were cut 0.1¢ gal. in Chicago District 
last week by most large suppliers following.a period of price 
“shading” by some. Prices remained unsettled at the close 
of April because of continued “discount” quotations. 

Gasoline prices were said by some suppliers to be un- 
settled by substantial offerings of cycled material. Large 
refiners, however, tended to discount effect of cycled gaso- 
line on local refined prices because of relatively small vol- 
ume in storage and limited storage available to “outside” 
gasoline. 

Several trade sources said quantity of cycled regular- 
grade gasoline had entered local river storage at cost to 
terminaler of “around 10¢ to 10.2¢,” delivered dockside. 
Sources said sales of cycled regular gasoline were being 
made to the trade at 11.5¢, FOB Chicago District. Sup- 
pliers’ quotations for refined regular gasoline ranged from 
11.875 to 13.35¢. 

Heavy fuel prices were down 0.1¢ on the lows when 
several large suppliers made reductions to be “more com- 
petitive” with discount offerings. No. 5 high and low-sulfur 
fuel ranged from 6.9 to 7.35¢; No. 6 low-sulfur, 6.1 to 6.5¢; 
No. 6 high-sulfur, 5.9 to 6.35¢. 

Trading in light fuels mostly was quiet, although one 
river terminal operator reported some trading in No. 2 fuel 
at 9.75¢, Chicago District. Quotations for No. 2 ranged 
from 9.75 to 10.35¢. 


Midwestern (Chicago-E. St. Louis Area) 


Position Of Gasoline Improves 


Although heavy rains held back farm demand for gaso- 
line last week, shipping volume increased steadily and 
Midwest refiners said there was marked improvement in 
prices throughout the upper Central states. 

Light fuels were quiet, but supplies were still low at a 
number of Great Lakes Pipe Line terminals. River terminals 
generally were in good balance as the heating season neared 
its end. 


Heavy fuels continued easy with quotations to resale 
agents generally ranging from $0.95 to $1, group 3; refiners’ 
quotations to the trade from $1.10 to $1.30. Purchase of 
high-sulfur No. 6 fuel (not in Mid-Continent) at $0.85, 
Group 3 basis, for resale, was disclosed. Despite current 
easiness, however, both suppliers and resale agents said 
upcoming road oil and asphalt season should reverse present 
easy status of heavy products. 

Several refiners said approaching spring demand for 
gasoline had given product added stability and “discounts” 
at Great Lakes Pipe Line terminals (as much as 0.5¢ at 
some points this past winter) were shrinking. 


Mid-Continent 


Trading Generally Continues Quiet 


Sale of 50 cars of No. 6 fuel to Gulf Coast buyer at 
$1.65, delivered, was disclosed by Oklahoma refiner the 
past week. Otherwise, however, the final week of April was 
a relatively quiet one as far as trading in the Mid-Con- 
tinent was concerned. 

Tank car marketers said No. 6 was still being offered to 
them at $0.90 and up, Group 3 basis, for resale. The sale 
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See how you can improve your equipment 
with USS COR-TEN steel 


jain one OF 
three WAYS 


This tank truck, left, built of regular carbon steel, weighs 12,900 
pounds. It has a carrying capacity of 5,420 gallons. But this tank 
truck, built of USS Cor-TEn High Strength Steel in lighter gages*, 
weighs 11,800 pounds. It carries 5,600 gallons—180 more than the 
smaller capacity carbon steel tank, without any increase in over-all 
loaded weight. The $1.44 extra revenue per 200-mile round trip 
earned by the increased capacity, at 8 cents per gallon, will rapidly 
offset the slight additional cost of Cor-TEN steel construction. 
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USS Cor-TEn has a yield point 11% times that of 
plain carbon steel, has 4 to 6 times the resistance to 
atmospheric corrosion, has 50% higher fatigue 
strength and offers superior resistance to abrasion 
and impact. When used in the same gage as carbon 
steel, it increases the strength and durability of the 
unit materially. That means the tank truck will cost 
no more to operate, but will be tougher and stronger, 
will stand up better, will require fewer repairs and 
less downtime for maintenance 


If your first considerations in trucking equipment are lightweight 

and economical operation, consistent with adequate strength and it will pay you to examine all these facts about 
safety—here again you can use Cor-TEN steel construction to good USS Cor-TEn steel construction and decide 
advantage. For you can use Cor-TEN steel in lighter gages* to re- how they can best be applied to your own 
duce materially the over-all weight of your unit—while keeping operation. For more information contact the 
the same capacity—thus reducing fuel cost, wear on tires and nearest District Sales Office of United States 
brakes, and still have a truck that is just as strong, just as durable Steel, and write for a free copy of our brand- 
as the heavier unit built of carbon steel. new Cor-TEN steel book. 


*1CC Specification MC 303 shows the permissible lighter gages of high strength steel for tank sheets 


UNITED STATES STEEL CORPORATION, PITTSBURGH - AMERICAN STEEL & WIRE DIVISION, CLEVELAND - COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


NATIONAL TUBE DIVISION, PITTSBURGH - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. - UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS COR-TEN HIGH STRENGTH STEEL (C5) 


4-1051 





OIL MARKETS 





Summary of Gasoline Prices (April 27 through May 3) 
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Ete 


i York harbor 


New York 











Belmore 








ptor Gasoline 86 Oct. 
pan (Regular): 
wd York harbor, barges 


e Iphia eee eee eee eee ee eee 


Monday 
May 53 


ns. 2-3. 875 


i eels 
625-12 .75 
nig-I8-35 


(6)11 .25-11 .875(8 


10. 75-11 .875 
1075-11 .875 


15.4 
(2)16 .4-16.6 
15 .4-16.1 


%. 36. 8 


4.2 
saevbedsaane eis. bid. 6 
18 .8(2) 


12.7-14.1 
12:75-12.8 


15.15-16.65 
14,15(2) 


14,75-15 .25 
18 ,75-14.15 


a 


Frida 
April 
18 -25-14.25 
18.5-18.75 
(4)12 25-18 .875 
11.75-18 
11.75-18 


12.625-12.75 
oes -25 


(6)11 .25-11 .875(8 
10. 75-11 .875(2 
10 76-11 .876 

1.5-12.7 


10 .25-10 .625(8) 
10 25-10 .625 


10 .25-10 625 
(2)10 . 75-11 .8 
11 .25-11.5 
(211-11 .125 
16.8 


15.4 
(2)16 .4-16 .6 
16 .4-16 1 


18 .45-14.8 


12-14.2 
(8)18 .9-14.6 
18 .8(2) 
12.7-14.1 

12.76-12.8 


15 .15-16 .65 
14,15(2) 


14,75-15 .25 
18.76-14.15 


15.5 
18.75 


Thursday 
April 29 
yma 
18.5-13.75 
ane. 7-3. 8765 
it Tels 
12.625-1: 
(2)13-13 .25 
18 
13 
on. 21 ate 
19. Ted, pitted 
11.6-12.7 
11.5-12.25 
11.6-12.25 
10 25-10 .625(8) 
10 .25-10 .625 
10 .25-10 .625 
(2)10 .76-11.8 
11.25-11.5 
(2)11-11.125 
16.3 
15.4 
(2)16 .4-16 .6 
15.4-16.1 


18 .45-14.3 
12-14.2 
one: 9-i4.6 
82 


15 .15-16 .66 
14,16(2) 


1475-15 .25 
18 .75-14.15 


15.5 
18.75 


Wednesday 
April 28 

18 .26-14.25 

18.5 

18 .6-18.75 


(4)12 .25-18 .875 
11.75-13 


ou. 25-11 .875(8 
0.75-11 .876(2 
10. 75-11 875 
11.5 
11.5-12 25 
11.5-12.26 


10 25-10. se) 
3. 25-10. 


0 .25-10. 628 
apie: ih 8 
11.25-11.5 
(2)11-11..126 
16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
18 .45-14.8 
12-14.2 
(8)18 .9-14.6 
18 .8(2) 
12.7-14.1 
12.75-12.8 


15 . 15-16 .65 
14.16(2) 


14.75-15 .25 
18 .75-14.15 


15.5 
18.75 


Tuesday 
April 27 
18 .26-14.265 
18.5 
18 6-18.7> 


(4)12 .25-18 .875 
11.75-18 


(6)11 .25-11.875(8 
10 76-11 87 "876 (2) 


11.5-12.25 
11.5-12.26 


10. 3. 625 (3) 
10 .25-10 .625 
10 .25-10 .625 
(2)10 75-11. ; 
11.25-11.6 
(2)11-11 .125 
16.8 
15.4 
(2)16 .4-16 .6 
15 .4-16.1 
18 .45-14.8 


2. 1612. 8 
15 .15-16,65 
14,16(2) 


14.75-15 25 
18 .75-14.16 


15.5 
18.75 





of No. 6 to the Gulf Coast buyer netted Oklahoma refiner 
about $0.95, after allowance for freight. Refiners generally 
continued to quote upward from $1.10, Group 3, on No. 6 
offered to general trade, however. In Arkansas, refiner 
reported reducing his prices 5¢ bbl., to $1.95 for No. 4, 
$1.75 for No. 5 and $1.60 for No. 6. 

Gasoline trading on regular-customer basis continued to 
improve, but open market trading was light. Tank car 
marketer disclosed that he was offering third-grade gasoline 
at 8.125¢, and cycled gasoline at 9.125¢, Group 3. Good 
rains in Oklahoma and other areas “put the farmer back in 
business,” some sources said, resulting in improvement in 
farm gasoline consumption. 

Burning oil season, according to most traders, was pretty 
much a thing of the past, but most refiners said their inven- 
tories remained in good shape. Railroad buyers reported 
that some refiners, however, were asking them to take more 
Diesel fuel during May, because stocks at the refinery level 
were building up. 

No lubricating oil activity was disclosed. Refiner of 
South Texas lubes said he was still “too long” on some of 
the heavier oils, but in good shape on lighter ones. He 
added, however, that with warmer weather, demand should 
correct his heavy oil stock problem. 


Central Michigan 


Prices For Most Products Steady 


Outside of some local price disturbances in gasoline, 
Central Michigan refiners said all products were in fairly 
good shape at the end of April. No price changes or open 


66 


market trading were reported. 

Disturbances in gasoline prices were confined to small 
areas, but discounts of “about 0.25¢” were to be found to 
jobbing trade, dealers and consumers. Suppliers said “dis- 
counting” was responsible for retail gasoline price war at 
Fremont, but they expected pump prices to return to “nor- 
mal” when big consuming season starts. 

So far, spring gasoline demand has been held back by 
heavy rains. Despite this, however, number of refiners 
said April gasoline shipments were far ahead of expecta- 
tions and may establish all-time records after final figures 
are in. 

Overall, inventories of light and heavy fuels were in 
good balance for start of summer season. One refiner who 
had planned to cut crude runs said he had been delayed 
because his stocks Nos. 1 and 6 fuels were “on tank bot- 
toms.” Two refiners said commitments on road oils and 
asphalts point to a record season for these products. 


Western Penna. 


Wax Strong, Lubes ‘Spotty’ 


Demand for crude scale wax continued strong during the 
past week, but interest in lubricating oils was “spotty.” 
Gasoline shipments against contracts were fair, while heat- 
ing oil movement continued to level off, according to reports 
of Western Penna. refiners. Prices remained unchanged. 

Although virtually no activity was reported in open mar- 
ket for lubricating oils, 200 vis. neutral was described as 
“firm at 20¢.” However, some refiners continued to express 
concern over problem of disposing of heavy ends in view 
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NPN Gasoline Index 


(cents per gal.) 
Dealer T.W. Tank Car 
May 3 : - ; 16.03 12.38 
Month Ago ... ; 16.06 12.38 
Year Ago meres 15.34 11.78 


Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











of poor call for bright stock, both domestic and export. 
Some increase in branded oil shipments was reported, 
however. 

Wax and petrolatums continued firm. Most refiners said 
they are sold up on crude scale for next four to six weeks. 
However, sale of 20 tons crude scale at 5.1¢ was disclosed; 
prices reported by refiners ranged from 5¢ to 5.25¢. 


Gulf Oil Announces Summer-Fill Plan 


Gulf Oil Corp., New York Division, is offering summer- 
fill plan to its heating oil resellers, and also will give price 
protection this summer to home owners and other tank 
wagon buyers of kerosine and No. 2 fuel. 


Highlights of Gulf’s plan—to be effective in northern 
New Jersey, New York State, and Western Connecticut— 
are: 


1. Beginning June 1, price protection to heating oil re- 
sellers from time they accept deliveries until Sept. 30. 

2. Price protection to kerosine and No. 2 fuel tank 
wagon buyers who fill any time during June 1-Sept. 30. 

3. Deferred billing until Oct. 1 for both resellers and 
consumers. 


4. No special summer discounts from its posted prices. 


In other words, “price protection” gives tank wagon 
buyer lowest price posted by Gulf during four-month 
period, and reseller gets company’s lowest price between 
time reseller fills and Sept. 30. 

Gulf is first eastern marketer this year to make public 
its summer-fill plans for heating oil customers. In that it 
is not offering summer discounts, company’s plan differs 
markedly from those prevalent in East last year. 

Gulf explained that “resellers” under its fill plan include 
barge, yard, and tank car/transport truck resellers of 
kerosine and No. 2 fuel. Protecting this class of trade 
from time of delivery until Sept. 30 is designed to encourage 
early fills, company said. 


Tank wagon buyers, on other hand, are protected all 
through summer period, not just from time of delivery, 
Gulf said, because this class of buyer often does not elect 
when he will take delivery. Many home consumers are 
filled automatically on degree-day basis, it was pointed out. 

Last year, Esso Standard offered summer-fill heating oil 
discount of 0.5¢ to most classes of trade from April 27 
through Sept. 30. 


LP-Gas Stocks Up In February 


Stocks of liquefied petroleum gases increased 21,197,000 
gals. to 162,459,000 gals. at plants, terminals, and under- 
ground in February, and inventories at refineries were up 
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2,226,000 gals. to 34,944,000, according to Bureau of 
Mines report. 

Natural gasoline stocks increased, 1,015,000 gals. to 
107,108,000 gals., with inventories of all natural gas liquids 
rising to 369,271,000 gals., up 32,787,000 gals. from end 
of January. 


LP-Gas Markets Continue Quiet 


Virtually no activity is reported in Mid-Continent markets 
for liquefied petroleum gas. April was slow month, most 
producers say, with jobber-buyers as yet unwilling to stock 
up, and producers and marketers not yet buying heavily for 
underground storage. 

Prices the past week were unchanged, according to pro- 
ducers’ reports. Some sellers offered propane at 3¢, Group 3, 
to contract accounts; others offered at same price, less 0.25¢ 
or 0.5¢ summer “discount.” Spot tank cars could be bought 
at prices down to 2.25¢, some reports said. 


Midwest Bright Stock Inventories Up 


Inventories of bright stock and neutral oil held by 12 
Midwest manufacturers reporting to Western Petroleum 
Refiners Assn. increased in February while stocks of 
blended oils declined. 

Inventories of bright stock totaled 403,310 bbls. on 
Feb. 28, up 15,296 bbls. from end of January, and neutral 
oils rose 17,133 bbls. to 662,927. February inventories, 
however, were lower than on Feb. 28 last year by 126,504 
bbls. and 99,109 bbls. for the two products, respectively. 

Blended oil stocks were down 56,064 bbls. in February, 
but at 602,620 bbls. were 52,808 bbls. above year previous 
level. 

Comparison of February and January 1954, and Feb- 
ruary 1953, inventories follows (figures in bbls.): 


February January February 
1954 1954 1953 





Bright stock 
Total 403,310 
Solvent 319,973 

Viscous neutrals 
Total 662,927 
Solvent 535,538 

Paraffin oils 104,134 

Steam refined stock 17,544 

Blended oils 602,620 


Wax Sold To Germany 


Recent sales of 500 tons fully refined, low melting point 
wax to German buyer at 7.4¢ Ib., FAS New York, has 
been reported in New York trade circles. Seller said price 
was “low” because he wanted “to liquidate a certain 
inventory.” 

Fully refined wax prices as quoted by New York sup- 
pliers for export range upward from 8.25¢ lb., FAS, for 
125-7 AMP. No quotations are reported for 123-5 fully 
refined, said to be grade involved in German sale. 


388,014 
306,804 


529,814 
414,544 


645,794 
507,377 
103,707 

17,763 
658,684 


762,036 
619,174 
99,231 
33,298 
549,812 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended May 1. For complete crude price sched- 
ules, see April 28 NPN, P. 56-57. 














; ya May 3 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 
§ 12. 25-18 .375 


11 .26-11.375(8 
10. 26-10. 625(8 


11.75-18 
10.75-11 .875(2) 
10.25-10 .625 


10.25-10.625 


. TEX. (Texas & New Mex. shpt.) 


srsz 
R238 


Pi 


i 


(Truck transport lots) 


sessr sess 
RERR A FEF 


11.5-12.25 
(2)11-11.125 


. TEX. (Track transport lots) 


shipment to Ark. & La.) 


CENT 
98 Oct. 
92 Oct. 
84 Oct. 
Ark. (F. 
92 Oct. 
84 Oct. 


FPR 


10.25-11.25 


15.15-16.65 
14.15(2) 


14. 75-15 .25 
18.75-14.15 


15.5 
18.75 


a of 8.0. Ohio for delivery to 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


EH HR 


Price Service 


Prices herewith e qpocetuend from Platt’s 
Petrol 


mess day or 
ie os 
rges or cargoes or truck 
Species or sermmaains xT 


ter apute ¢ oll its 
ported as received by OJLGRAM and 


guaranteed; _for subscribers’ private use only a not for re: 


68 


OILGRAM Daily Oi 
ted National eum News, w 
resentatives in ail ‘NP NPN-OILGRAM c— devote their time ppl 


~~ 4. lawfully" producca’ and t 
Melional Petroleum ‘News bu 


(2)14.1-18.1 
(2)18.1-15 .6(2) 


17,85-18 .6 
15 .85-16.1 


15.85-16.1 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 
9.125-9.76 


$1.10-1.80 
OKLA., Group 3 (Northern shpt.) 
(6)9 .125-9 .5(8) 
8.875-9 .25 


7.75-8 .625 
$1.10-1.40 
he 125-9. 875 
oy 125@) 


N, TEX. — & New Mex. shpt.) 


9.2x 
9.2-10x 


*: Bison. 16 


W. TEX. (Texas & New Mex. shpt.) 


$8 ory above D.1. Diesel . 
No. 6 fuel 


- ao aged transport lots) 


bi ckiihteenebed GM, 5-9.75(2)x 
a8 above Dit: Diesel. 7 75-9 16 
0. 6 


$i. 5 
1. 275-1 .40(2) 


would —_ to the 


For com 
publishing 
OILG. 


um News 


11.25(4) 
11(2) 


(2 
10.75(4) 
10. ny 5 

10 .56-10 .85 


11.25-11.75 
10.75 
10.9-11 

10 .5-10.75(2) 
10.5 

10.5 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries. ) 


eo 
- (2)12.8-18.1 


oe 12.8-12.8 
-. (@)11,6-11.8@) 
° ; 25-10 
7 .25-8 .25(2) 
(2)7-7.5(4) 


OHIO—Quotations of 8.0, Ohio for delivery to 
its: 


CALIFORNIA 

San Joaquin Valley Dist.: 
40-43 w.w. 

Light fuel | 

Diese! fuel 


fuel 
fuel (PS 200) 
Stove dist. (PS 100) 


.. (2)18.8-14.8 
. -80-2.10 
= * e 
10.25-18. 
10.6-14.7 


FOB GROUP 3 
Grade Z6-70............-. 44.5 (Quotations) 


FOR BRECKENRIDGE 


pm ee or on or tee F Durin ins pane BN of oe supply, some Re 
A off firm game 


new 
give ofGkait te the 
in general and 


plete price service delivered — from nearest OILGRAM 
“an New address Platt’s 
Price 

Subscription rate in U 


York, Chicago 
ts 42nd St. How Terk 26, N. Y. Annual 
: $150 per year, "payable in ad vance. 
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Lubricating Oils Neutral Oile—Vis. at 100°; 95 “+ ba p.t 
WESTERN PENNA. 200 - : Be PB 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 
Viscous Neutrale—No. 8 col. Vis. at 70° F. 200 (Vis. at 100° F. FOB 8S. Tex. refineries for do- 
Vis. (180 at 100°) 420-425 fi. mestic and/or export shipment.) 
ss 


21. 
25 20/6) 
top. Vie (148 at 100°) 400-405 fi. 


New York Harbor. 18(4) 
Philadelphia...... | 17.6(4) 


18 6(4) 
18.5 one 17.6(5) 
(5)16-16.6 








Tulsa basis, for domestic shipment on 
Bright Stocks, vis. at 210° Neutrals, vis. at oo! 


‘you REAP! 


Make sales flower, volume grow 
and profits climb by s upplying your 
customers with pre-sold 100% Pure 
Pennsylvania ge SF oils. These 

lt - ; : oils are accepted immediately and 
aniebenee Mineral spirits . net you great = The public 

95 vi. : ] io... ; KNOWS that today’s BEST oils be- 
gin with Nature’s BEST crude! 

Our neutrals, bright stocks, cylin- 
(3)16-16.5(8) der stocks and finished motor oils, 
(3)16.25-16.75(8 meeting all new API service classi- 
(3)16.75-17.25 (2 fications, are most competitively 
priced when quality is considered. 
15.5 We protect you against sudden mar- 
ket changes. We save you time, 
GULF COAST—Solvent Refined Lubes. labor, freight and double-handling 
From Mid-Continent grade crude. Prices FOB ship charges by shipping in bulk, in 
at Gulf for export. points: a drums, in cans, or by filling your 

containers at several points in the 
Bright Stock—Vis. at 210° country. 
SORRAST Ww O08 peur Oa, cs 01.58 . Plant the seeds to greater future 
‘ profits, TODAY, by writing, wiring 
or phoning us your requirements, 
now. We'll get prices, samples and 
profit-packed details back to you as 
soon as possible! 


Marketer of Petroleum Products e@ MOTOR OILS © BRIGHT STOCKS 


NEW ENGLAND PETROLEUM CORPORATION | | °° . waxes SPE OS 


= = 12 LK 


REFINING COMPANY 


Charleston 24, W. Va. 

£ : , Refiners of Highest Quality Pennsylvania Grade 
‘y SCULLY SIGNAL COMPANY ag Ayre Petroleum P.G.C.0.A. Permit No. 25 
customer tanks J Canadian Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontario FOUNDED 1913 
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PRICES in effect May 3 at Refineries and Terminals—Cont. 


LPG Prices 
(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial 
District 


N. Y. Harbor.... 


WESTERN PENNA. (T.C. in Bulk) 


White Crude Scale: 
128-124 A.m.p............ 
124-126 A.m.p............ 


5-5 .25 
5-5 .25(2) 


SEABOARD 
Melting points 


Crade Scale: 
124-126 white. ... 


Fully Refined: 


a 
re) 
Wonca. coo-3 


Chicago District Prices 


Prices to jobbers & 
and/or truck transport lots 
pipe line terminals and inland waterway barge 
terminals. 


Motor Gasoline 


12.875-14 .85 
11.875-18 .35 


(2)10.875-11 .85 
9.75-10.85 


x(3)6. 9-7 .35 
x6 .1-6 .2(2)x 
x(4)5 .9-6 .35 


Mexican Bunker Prices 


U. 6. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 

1.95 anee 

1.95 8.75 
Pacific Coast 

$2.60 $5.65 

4.75 

4.75 


Pacific Coast 
(In Ships’ 


nkers, or 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore... .. 
Seattle, Wash... . . 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


Bunker C 
‘uel 
(P.S. 400) 
$1.80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


70 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker 
their terminals. Ships’ terage. 


bunkers prices 
86 Oct. 


ae 


are exclusive of ligh’ 


83 Oct. 


Cotdine Not Peel (*) 


x(18)10.2-10.5(2) 
-+++ %(16)9.95-10.4(2) 
--+. %(8)10.4-10.8(2) 
12.5 Se te 

x(5)10.1-10.6(2) 


terminal operators 


No. 2 Fuel (*) 


x(17)9 .2-9 .5(2) 





-8-17(2) 
-6-15 .25(2) 
-5(2) 


18 .5-14.5(6) 
12.6-18.25 
11.5-12.5 


i1.8 
18.5 
wees W(4)LO.4-1 





(2)12.25-12.8 
(2)12-12.3 
18.4(7) 


18.1(8) 


x(14)10. » "we 6(2) x(14)9. La -6(2) 





9.125-9 25 
)8 .625-8 .75 
10.65(8) 





14.3(8) 
12.4 


12.3 
12.6-18.2 
18 .2(2) 


x(7)10 .2-10.5(2) 
x10.1(4) 


x9 .85(2) 
x(4)10.3-11 .05(2) 
11.1(2) 


x(9)9 .2-9 .5(2) 
x9.1(8) 


x8. 
x9 .3) 
10.2 





6. rat) 


(3)13 .9-14.6 
18 .8(2) 


x10.85(10) 


x9 .35(10) 
x9.1(6 

10.65(3) 
x9.85(9) 
x9 .25(9) 





6-15.7 
14.2-15.6 


18 .4-15 .85(2) 


Gas House 


as 
(*) 
N. Y. Harbor... x9.3 (10 
do oe (10 


No. 4 Fuel 
.16-8 72 
-18-8 .62 
91 


(2)13.1-18.4(4) 
12.9-18 .3(6) 


12.4-13 .85 


; 


11.7(8) 
x(6)10.4-11(2) 


| amy Oil (*) Light Diesel 


10.65(7) 
10.55(5) 


x9 .5(6) 


hore Plants Ships’ Bunkers Heavy 


x9. 75(5) x3 .95 (4) 


Diesel 
(uct 58-4. i.) (45 et., 45 d.i.). Ships’ Dantes 


x$3 .64(4) 





 genoro| tore. 2088 
s 


: S8alsa: 32 


3.142) 
x3.91(3) 
x8 .89(2) 


9 .65(6) 
x9 .6(2) 





8.70-8 .74(5) 


4.473(5) 
4.473(8) 





New Haven.... 
New Orleans... 
do barges... . 
are 
Pensacola 


x3 .68(3) 





——- 
Pt. Evergiades.. 


10.65 (4) 
x9. 75(4) 
x9 .65(4) 


37004) 





No. 6 Fuel 

No Sulfur 

Guarantee 
N. Y. Harbor.. “G3. 3-8. 28(8) 
Albany 


No. 6 Fuel 
No Sulfur 
Guarantee 
rges 
$2.25(15) 


2.25(4) 


10.65(5) 
10.55 (6) 


x9.6(2) 


4.481 (5) 
x3.89(3) 


No. 6 ves 
Max. 1 3% 
Sulfur 


(2)$2 .85-2.48 


Bunker C 
Fuel 
Shi 
Bunkers 
$2 .25(10) 





~ 
won 
—~ 





eo 
Can 
~~ 





BRN SaeRSSBs 


es 


41 





Philadelphia... . 
Pt. Everglades. . 


-22(7) 


D9 09 PO] PO NO po] PO PO DO | POD 
= 
Briel 
=> i 
Nr bed 
8 


i) 
8 
= 
— 
or 


2.28-2.30(3) 


2.44-2.54 2.41 


2.25-2.278) 


-20-2 .22(6) 
15(8) 


29 
-2¢ 8) 





.20(6) 
-18(6) 


L] 


(*) At re Coast refineries ony he Leg cng south of Maryland, “a at Tampa, prices of some 


sellers to bulk cial 





0.15¢ higher than prices shown above. 
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Gulf Coas?—Cargoes, Domestic & Exvort, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents. or tanker terminal om. The figure in parentheses after each 
price indicates the of panies quoting that price. 


Aviation Gasoline (MIL-F-5572) 
Grade 115/145 
=— 100/130 





Kerosine & Light Fuels 


41-48 w.w. Kerosine. . x9(2)-9 .5-9.625(8)-9.75(2) 
x8(2)-8 .25-8 .625(2)-8 . 75 (8) 
a Fuel (MIL-F-5624a) 
Grade JP-4 
48-47 Diesel Index........ .x8.25-8.5(2)-8.75(2) 
x8 .875-8 .625(2)-8 .875 


x8.5-8 .75(2)-9(2) 
95 Oct. Premium. .12-12.75-13(2)-18 .25(8)-18.75 


93 Oct. Pre -11.5-12-12.5(2)-12.75-18 
10.25-10. 5-11-11 .75(8)-12 

10-10 .25-10 .5-10.75-11.25 

We sxcedssvsdsabaseta 9.75-10-10 .875-10.75 
70-72 Oct. M Leaded.............. 9.75-10-10.5 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specifications 
MIL-F-5572, unless otherwise noted.) 
District 


New you, N.Y 
Boston, Mass.. 


No. 6 Fuel, 0-10 p.t............+4- $2.60(2)-2.70 
Bunker “C” Fuel $1.85(7)-$1 .90-$2.00 


Grade 100/130 Grade 91/96 Grade 80 





Buffalo 
ok 4 


5 .2(2) 
“aot: 4-12.2 ° 
-4(@) 11.75-12.05 
)11.75-11.9(2 
Bie 92 
85 (4) 


x(4)10. 4-10.9 
(a) y+ Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and compere’ requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas cow for which price shown applies regardless of gravity. Price er 
for each cargo is that in effect at time vessel tend for ding. For purchases made fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less 1c per bbl. 
Crude Gravity API Price (Bbl.) FOB Effective Date 
Bachaquero j $1.76 Las Piedras or Amuay 
Tia Juana Heavy :) > 18 Amua 
Lagunillas Heavy 
Tia Juana Medium 
Tia Juana 102 
yn Juana Light 





Las Piedras or Amuay 
Amuay 





Prono no none cocenononeners 
2eeeeeeseersas: 


Middle East Crude Prices 
(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 


taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravitie below and above those shown.) 


Persian Gulf 
Crude Gravity Price 
Arabian 


Arabian 


Company 
Esso Export 
M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Esso Export 
Anglo-Iranian 
Shell Petroleum 
Soc.-Vac. Overseas Supply 

= 

f Exploration 
yah 


Loading Port 

Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi?Arabia 
Fao, Iraq 

Fao, Iraq 

Fao, ine 


Effective Date 


i a es 


Fao, Ira rrr 
Mina-al-Ahmadi, ee 4 
Mina-al-/ hmadi, K uwait 


Umm Sai 


xport 
Shell Petroleum 
Soc.-Vac. Overseas Supply 


RRSSUVSESSSES 





Esso Export 

M. E. Crude Sales 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 


xport Y ; 
Shell Petroleum ‘ ; Tripoli, Lebanon /] 
Soc.-Vac. Overseas Supply Tripoli, Lebanon /Banias, Syria 





Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 


Crude Company P FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. Lutong, Sarawak 4- 1-64 
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tis Otieee Offices: am EP one. 


Pittsbargh, Pa. . Texas city, Texas 











TANK CAR BUYERS 


& 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


.°) ) PHONE 2.4351 





coLORS 


PATENT CHEMICALS 
GASOLINE ‘ erOrattro 


Paterson 4, New Jersey 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
430 FIFTH AVENUE, NEW YORK 20, WY 





EXCLUSIVE CUSTOM PACKAGERS 
LUBE OlL — ANTI-FREEZE — CHEMICALS 
COMPOUNDING BLENDING 
PENN-CENTRAL OIL COMPANY 


20TH & KANSAS AVENUE 
KANSAS CITY 5, KANSAS 














This Is Your 
Market Place! 
Write today for Advertising 
Spoce Rotes. 
NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 











PRICES in effect May 3—Tank Wagon 


Svicws Ser gasttine do do not include taxes; ¢ do, however, include: Inspection fi includ both gasoli erosine prices, 
y . as shown in next column. By Bo) shown in separate unless ohevwas. specified: are are ryt A > 
fi ones taxes; also city and county taxes Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill 3/100c; Ind. oa 3/2 
= wagon py & not anteco —_ fees: ia 1/32c; B. 1/20e; 5/2006, Mo. 1/2S¢3 1" o 2/1000 : Nev. 
are indicated in footnotes. Discow : N. ; S. 
in footnotes. ¢ Nee prices in effect May 3, 1937, Tenn. 2/Se; aa Wise, ume 7 - 1/400 
headquarters’ offic K 


@s posted by principal marketing companies at their es, erosine ‘inspection 14 -- 3 Ala. 1/2c; Iowa 1/50c; Mich. 1/Se 
but subject to later correction. 


om aie Standard of , CHEVRON Esso Esse Gasoline 


California — a sa Standard Gassline , 


i | 


i 


. Dir. sine 

T.W. T.W. Taxes T.W. 
Atlantic City, N. J.. 15.2 x13.8 
Newark 15.2 x13.7 
- 16.1 
16.6 


ee 





ARWDAWAADDINH 
WOMOCAMDAARAONAH 








SESLSSSBBSsseN 
coor atte emcees 


het ttt 
> > OW -300 WOO -3-I0 OO 
comcouamonoooe 


— 
oo 
to 
~ 


Oe A wa AIAWAWAAAA 
co So ©: eococeco 


_ 








Pel eal aul eel eel eal al eal al el el el eh el lh el lh el eh eh a 
AAAAH ALAS RARE AARMAARAARMAAAAAAARH 


VAM wrAwvCHOIARANCOWANOTIIAOROON] 
DOO OO OOOOOO OO OOO OOO ~3-2-3-30 1 WW -ID HATH 
Nocoooocooooooo ooo Oooo OOOO OOO OOSSCS 


2 & © Shaw aHSORNON Se 3a BA DawRReI 
oe 
nr 
to 


i 


Waphntes T.W. 
- Spiri 


e 
ss 


CO CGO MP WD MAHBAAMAAAMNHIV 
Ri 


co & & & SeSeooSoSoSooSoSOS 


Mineral § al Spirit VM. ar. 
20.0 
23.0 


Heavy Fuel Oile—T.W. 
No. 5 No. 6 
6.36 


Premium-grade gasoline t.w. prices 2.5¢ above 
and Florida 2c. 


to Pa. e. Del., add _ per gal. 
ta: Camden "Aa ter deliveries of 100298 Aviation 50/81) here 0 os applies 
gals., 2c for less than 100 gals. ty . delivery; f less tha 
scttineral Spirits — % an apply to Stoddard 

xEffective May 1. 





Cont’! & B. Prices are Cute 
nk-wagon peieme, Gumzent os ing ASR nc 
those shown igher—than Chev partan x18.2 
os prices ‘may ray from conditions.) “ aie “ Taxes: Louisiana kerosine ‘pute 0 wit techabe 
Conoco Demand gals. , rice, - vr Notes: —— No. 1—Atlantic City prices are 
(3rd Gaso- Kero- for deliveries of 300 ra 
a A Gane line sine 100-299 gals. 
Tan Taxes T.W 
15.3 


eo 
o 


Denver, Col.. 15.8 
Grand June...... 18.2 
. 16.6 


— 
a 


83 | per bbL 
~grade gasoline t.w. prices 2.5e 


~ 
a 
a4 
ee 
Ava 
ac 


CRDOOMROMARONOLS: 


xEffective April 30. 


tank ee hed ; deduct 1 1 
mperial (Prices are per imperial 
> tank truck price is “for minimum pe ga ai. 


arrive at price per U. 
subtract 1/6th.) 


et at et et 
Sie eare 
mr wise OI9 SW MDWOe 


eliveries. 
dard Diesel/Fu oil 


gals. or more. For other 
-- add lc; 200-399 gals., add 0.5¢; 
than 40 gals., add 5c. 
*Standard No. 2 Burner Oil. 


Twin — Ida. 
.M. 


Ce eo” Bl coal eel ged eel eel 
etre yy 
00 00 00 %© 00 G0 GP ~2 00 00 G0 0 00 G0 G0 C0 
MNMOMMOSCOSOOSOSOSSS 


bt bt tat hat at 
COraonaw 


Oklahoma’ City. . 
Tulsa 


Gasoline tax column includes these city tax- oil 
es: Albuquerque & Roswell, 0.5¢; Santa Fe, ic; 
Cheyenne, 1c; Casper, le. Dele. Tex... 14.8 
counts: Ft. Worth.... 14. 
Salt Lake City and Twin Falls gasoline and Houston 14.7 
kerosine prices apply for deliveries of less than San Aaneale.. 15.0 
200 gals. ; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct le. Notes: 


Notes: T.W. prices are to all classes of dealers and 3 1 y provi 
T. W. prices are to consumers and dealers. jum-grade gasoline t. 


consumers. 
Premium-grade gasoline t.w. prices 2.3c Premium-grade gasoline t.w. prices 2c above regular. 
above regular. regular. *Price is is for Premium-grade. 





Rdbedataboestatatatabal 
if suenesneeseses 
eonHieranm ivoire 
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Every world’s land speed 


record since 1929 made on 


Seagrave 
Campbell 
Campbell 
Campbell 
Campbell 
Campbell 
Eyston 
Eyston 
Cobb 
Eyston 
Cobb 
Cobb 


Irving Special 
Napier-Campbell 
Napier-Campbell 


Rolls Royce-Campbell . 
Rolls Royce-Campbell . 
Rolls-Royce Campbell . 


Thunderbolt . 
Thunderbolt . 
Railton 
Thunderbolt . 
Railton 


Railton-Mobil Special . 


. 231.44 
. 246.09 
. 253.97 
. 272.46 
. 276.82 
. 301.13 
. 312.00 
. 345.50 
. 350.20 
. 356.50 
. 369.70 
. 394.196 m.p.h. 


DUNLOP TIRES 


m.p.h. 
m.p.h. 
m.p.h. 
m.p.h.* 
m.p.h. 
m.p.h.* 
m.p.h, 
m.p.h. 
m.p.h, 
m.p.h, 
m.p.h, 


(Average of runs in two directions) 


*Over 1 mile. 


oRtR. Bek fee. oe Bee te ee eeoeek 2 oek- 2 Baked. | BUFFALO 7, NEW YORK 
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PRICES in effect May 3—Tank Wagon—Cont. 
Secony Vacuum 


Mo! Aircraft 
Grade Grade Cue Mobilgas (Regular Gente) Mobilfuel 
pe ng 80 91 Cons. Dir. Cons. Dir. Mobil Kerosine ese . 
T.W. TW. Tt tHe TW. tH. TH. Tes TH. the. TO. Te F 


i 


New Le a City: 
Man 


-- 


NHRD HS- Hr: 
. “¢- ANwAwSCwerIh OW Op- 
Sree: wo: : 

. . tee 
Coo: OF Kr OFrrFrKOwe CO: 


eed ed ded <dededet—till alent 
Sl latiiat—dLet 


> orp: ADTAhmHCH WOW: wo: 


_ 
* oc onw 


. — . 
¢ BESO, OPT. ret ane: 4 
: @iapege: Dowie’ aehme- @: - 


Ort OLED 00-300 DM DED WENDT AAT 
De Or OED 00 © 00S We HEE DON DD ONE VENEN 


i2.0 
12.5 


cooocoooc@cososooosoesoSoSoooSoSsSooSoS 


erereto 1-11-11 a rer - 
Drew r amen cece: Com mm mom oe cm 
DWRADwDRAMwdnD Snw-2 


R Sy Boston 

eral 8 5 22.0 19.0 : 

Vv. M. & 5 23.5 20.5 21.5 

Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2 DM city cates tom, epplieshie te gates of Supeting fax tn). 

Discounts: Mobile Kerosine—New York City (ali bevensta) and Mt. bp —_ — less 0.5¢ for deliveries of 300 gals. er more. 
Mobilfuel Diesel—All cciaia. @ o- wagon rs 0.5¢ for deliveries of 800 ga 


Mobilheat—New York City (all boroughs) and Mt. Vernon, Ly: wagon = 06 be 7 ? deltvenien of 300 gal. or more, 
Notes: Jamestown T. C. prices are delivered prices, all other T .O. prices are FOB bulk terminals. 


Sohio X-Tane Gasoline 
Ohio Standard Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W 
Sehio Sohio Con- Re- S.R. .C. 


R. V.M.aP. 
‘ne “Nephe — 





i, 
20. 
22. 


f 


Kerosine No.1 
Sohio- 


E 


334343849449 44--4 


ee . 2 2. 2 
ecoocoooececoooo 
eletetelelsteteteter 


SESESERESRES set 
SESESS ESSE Sem 


ea 
ecooooooooocooo # 


18.9 
20.9 
20.9 
20.9 
18.9 
20.9 
20.9 
20.9 
20.9 
20.9 
19.9 
20.9 
20.9 


SSSSRERERSESE F 
eccooooeocoocooeoseo 
BEBSEERBRSRSS 





A-10 to nde ay 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add je per on gal., 1-49 gals. add 2c per gal. 
Naphthas & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 160 


» add bc. 
Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown Ss lex Fi Oil 
(Reg. Grade) Gaso- Kero- 100 100-100. 175-350 850 Kentucky 


e 5 349 849 p=. 
Tunes baie. over 4 gals. _ p over & over Standard 





Chicago, II! 
South Bend, Ind.. 


- 

° 
Zz 
EY 


ae 
FE 
e 


Covington, Ky... . 
Lexington. . 





DBANQIMN RN DWWOC 
ecoocoocoouso 


.D 
tiiwouine, Wisc.. 


ee 
eccooooc@eccocooece|ce|ocoo 


Fuel Oile—T.W.—Chi . ML. 
Standa Stanolex 
_ Heater Oil Furnace Oil 


15.3 


an 
of 
3 


COME AwBANDROTONE 
os 


— 
AARAAARBARAARAAAARIMB 





14.3 
13.8 

Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, 1c 
county; Montgomery, le city & lc county; 
Pensacola le city. Other taxes not included in 
prices Georgia, kerosine, 1c; Montgomery, 
oo le; Mississippi, Eusecine 6 0.5c. 


Stanolex Stanolex 
Fuel C 


ed hed dak ad 
PP aan 

AMAAARARMAAAAR 

eoocoooecoooo 


CrwwowWosomX~ 


8.5 
7.75 
Taxes: St. Louis, Mo., tax includes Ic 
eity tax. Des Moines, Ia., kerosine and furnace Notes: Dealer tw. prices apply also to all 
oil prices do ,not include 6¢ state tax. State classes of consumers with minimum delivery Notes: 


sales, & use taxes to be of 50 gals. Premium-grade gasoline t.w. prices 2c above 
added where pan my Premium-grade gasoline t.w. prices 2c above regular. 


‘empora price. ‘ regular. Cons. t.w. prices same as net dealer prices. 


a 
Al 
= 
bed 
° 
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CLASSIFIED 





UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. To figure ad- 
vonce payment count 5 average words as a 
line. (See { on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
PROPOSALS, $1.50 cents a line an insertion. 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS, 330 W. 42nd St 





INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ads. 
DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch for all 
advertising appearing on other than a con- 
tract basis. Contract rates quoted on request. 
AN ADVERTISING INCH is measured 7% inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


» N. ¥. 36, N. Y. 


SECTION CLOSES each Wednesday, one week preceding date of issue. 








MANAGEMENT SeRvICES 








D _ tion 
EVALUATION of NEW PROJECTS — SURVEYS 
LONG RANGE PLANNING 
heey ay CONSULTANT 

1 East 57th St., New York 22 
Telephone — Plaza 9-1450 














REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) L 
CHICAGO: 520 N. Michigan Ave. (11) 

SAN FRANCISCO: 68 Post St. (4) 


[EMPLOYMENT // 


————— Pitiess Voors —— 

















Man experienced in gaging and strapping 
troleum terminal and ship tanks capable of takin 
charge, being responsible for all petroleum pr 
ucts received, stored, and despatched. Should have 
engineering degree. Write, giving schooling and 
S rience. Advancement opportunities excellent: 
ary negotiated; all communications confidential. 
Guleny Oil Co., 56 Federal Ave., Quincy 69, 


Mass. 





Largest Petroleum Refiner in Michigan wants 
experienced refinery products salesmen for expan- 
sion program, Michigan, Wisconsin, and Indiana 


territory—fine opportunity. Write for appoint- 
ment giving experience, B. L. Snyder, Aurora 
Gasoline mpany, 2920 E. Laketon Avenue, 


Muskegon, Michigan. 




















SIDNEY M. BARTON COMPANY 


250 East 43d St., N. Y. 


Murray Hill 6-8544 


SPECIALIZING IN 
SALE AND LEASE-BACK 


vestors ... 








We have placed in excess of $100,000,000 ‘ 
in “Sale and Lease-Back” for national 
tenants to institutions and private in- 


TAKE ADVANTAGE 
OF THE LOW 
MONEY MARKET . . Now 








GREAT SAVINGS 
on MONROE Electric 
CALCULATORS 


m calculations. 
One year ra > 


of s 
plies and divides, electrically. 





iw ps i Gowtee allowances on temperature changes 


actory reconditioned. You'll love 
hi Adds, subtracts, = 





MONROE 
KA 160 











S Mand Adding Machines 


BARGAINS in New and Reconditioned = So cress 
BURROUGHS $39.50 


‘The Supermarket for Figuring Machines”—Write for complete information 
BAe seem MACHINE CO. Dept. P., 582—7th Ave. (Times Sq.), N. Y. C. 36. LO 5-6963 


ORDER TODAY! 10 DAY MONEY BACK GUARANTEE ON ALL MACHINES! 






NEW $450 YOU SAVE $352.50 





Refinery Superintendent for new eleven million 
dollar refinery now under construction at San 
Juan, Puerto Rico. Require minimum fifteen 
years general refinery operating experience and 
minimum five ars operating and maintenance 
supervision of Fiuid Catalytic Cracker, Catalytic 
Polymerization, Gas Recovery, Primary Distilla- 
tion and Vacuum Equipment. Write to Caribbean 
Refining Company, P. O. Box 1581, Corpus 
Christi, Texas, stating full qualifications. 


MAN HUNTERS ——— 





If you are looking for personnel 
on the executive level, there is 
no better way than through the 
14,000 paid sub- 
scribers of this publication. You 


more than 


contact with them 
quickly, easily, and economically 
through NATIONAL PETROLEUM 
NEWS’ classified section. 


can make 











May 








Positi Wanted 








Experienced man in middie thirties 

general manager for major oil company jobber 
handling full fuel oil, gasoline and TBA lines 
with wide experience in all phases of wholesale 
and retail merchandising both from a branded and 
unbranded type of operation. Would prefer to 
locate in south or south west. Would be agreeable 
to position involving travel. Reply Box PW-2495, 
National Petroleum News. 





Sales Manager major oil company. 15 years ex- 
perience in petroleum and natural gasoline sales 
and refining. Desires location in Southwest, Mid- 
Continent or Rocky Mountains in executive ca- 
pacity. Chemical Engineer. Married. 34 years age. 
PW-2644, National Petroleum News. 


1) EQUIPMENT--ased-surplus "| 


For Sale 

















1947 Dodge Truck & tank-capacity 1015 gal- 
ons. 5 compartments, power take off-meter, new 
rubber. Priced $950.00. Tri-State Oil Co., Pitts- 
burgh, Pa. Phone Sterling 1-4410. 





Save on Automatic Gas Pump Nozzles. Write for 
free catalog. Motive Products Co., Dept. N, Box 
531, Evanston, Il. 





For Sale. 1—1200 gal. Tank Truck. 1950 Ford 
Chassis F.6. 2 ton. Streamlined, 5 compts. tank 
Power take off. Pump, ticket Printing Meter & 
Electric Hose Reel. All in first class shape. Phone 
No 13. Littlestown, Pa. 








SALE 
SINGLE AXLE TANK TRAILER, 2500 toe 4200 
ion units, 10.00 


$85 to 
ANDEM AXLE TANK TRAILER, 4500 te 7500 
lon fi 750.00 250.00. 


units, from $1750. to 
ANDEM AXLE ASPHALT UNITS, 3600 te | an 
“1 steam coils, or burners, 
$730. 


000 to $5500.00. 
PE Lon heauast. DELIVER. PICTURES & 
DATA ON 

Buy from BRUCE E. HACKETT CO. 
621 West 58 St., Kansas City, Me. Hiland 1385 














Fer Sete 


For Sale: Oshkosh, Wisconsin, Complete Bulk 
Plant, 100,000 gallon storage, 20’ x 40’ ware. 
house, 20’ x 20’ Office. Contact Van Praag 
Equipment & Mfg. Co., Decatur, Ill. Phone 
3-3475. 

















For Sale! 850 Gal. 4 compartment tank truck. 
This unit is equipped with a complete new pump, 
meter, reel and hose. Cost $750. installed. Truck 
is C30 International, 4 new tires, motor over- 
hauled. Complete outfit $800.00, Perrine Oils, 
Box 184, Sharon, Pa. 


Jets  _——————=—=EEE 


Wanted: 55 or 30-gal. oil drums in good con- 
dition, wraeitand, é carload. Sims Barrel Co., 


#6 Greystone, K.C., Kans. 


BUSINESS OPPORTUNITIES 


Small Independent Oil Co. in New Mexico on 
main coast to coast highway, Million and Half 
gallon last year; all equipment and properties 
up in good shape $125,000.00 and its all yours 
Write to BO-2639, National Petroleum News 
for further details. 
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ASSN. OF EASTERN PETROLEUM CREDIT MANAGERS 


ASSOBIATION 


feprenn 


Watson Johnston Hutchings Shipp 


PANEL OF CREDIT MANAGERS answered questions from 
the floor at the Buffalo, N. Y. conference. Panel chairman was 
William M. Watson, Socony-Vacuum, New York. Other mem- 
bers were: Murray V. Johnston, Gulf Oil Corp., Pittsburgh; 
Frank M. Hutchings, Esso, New York; Arnold G. Shipp, Tide 
Water Associated (Eastern Div.) New York 


OHIO PETROLEUM MARKETERS ASSN. 


Rohrdanz Merriman Fuerst Cater Terwilliger 


STEERING COMMITTEE for the annual conference of the 
Assn. of Eastern Petroleum Credit Managers, held at Buffalo, 
N. Y., April 5-6-7, was composed of: William F. Rohrdanz, 
The Texas Co.; Frank Merriman, Sun Oil Co.; William Fuerst 
and Albert C. Cater, Socony-Vacuum Oil Co.; and M. K. Ter- 
williger, Frontier Oil Refining Co. 


<i 


SUPPLIER AND JOBBER executives get together at the 
Ohio Petroleum Marketers Assn. convention, held recently in 
Columbus. L. T. White, of Cities Service Oil Co., is discussing 
training plans with officers of Carl A. Wright, Inc., Cities Serv- 
ice jobber in Van Wert. Standing: Raymond Grotehause, vice 
president, Carl A. Wright, Inc., Celina; H. J. Butcke, Ohio 
wholesale supervisor, Cities Service Oil Co.; L. T. White, man- 
ager, business research and business industry educator, Cities 
Service; Carl A. Wright, president, Carl A. Wright, Inc.; Ed- 
ward C. Milner, vice president, Carl A. Wright, Inc.; A. R. 
Smith, Ohio Division manager, Cities Service. Seated: Glen 


White 


Grotehause Butcke 
rue Boyles 


J. G. Jimenez will move from Phila- 
delphia to New York to take up his 
new duties as assistant general sales 
manager for the eastern division of 
Tide Water Associated Oil Co. Prior 
to his promotion, he had been serving 
the company as automotive products 
sales manager of the Middle Atlantic 
sales department. 

Mr. Jimenez started with Tide Water 
in 1930 as a tank truck salesman at 
Salem, Mass. 

* 

B. Franklin Reinaver II was re- 
cently honored by the Terminal Opera- 
tions Council of the American Truck- 
ing Assn. for his design of a truck 
terminal which his company built and 
leased to Rand Express Freight Lines, 
Inc. The terminal was built by the 
Reinauer Terminal Development Co., 
an affiliate of Reinauer Brothers, Inc., 
Lyndhurst, New Jersey, distributor for 
Tide Water Associated Oil Co. Several 
terminals have been built by this com- 
pany and leased to large trucking com- 
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Wright 


M. Boyles, treasurer, Carl A. Wright, Inc.; 


J. L. True, Ohio 


wholesale supervisor, Cities Service Oil Co. 


Milner Smith 


panies. Tide Water Associated prod- 
ucts are used exclusively at all of these 
terminals. 

+. 

Frank X. Owens will move to Phila- 
delphia to take over his new post as 
Middle Atlantic department accesso- 
ries sales manager for Tide Water 
Associated Oil Co. He was formerly 
marketing assistant at the company’s 
New York offices. 

Mr. Owens began his association 
with Tide Water in 1930, as a clerk 
in the New York office. Later he 
served at the company’s sales instal- 
lations in Bayonne, N.J. and New 
England. 

* 

L. R. Squires, consignee marketer 
for Sinclair in Kissimmee, Fla., is 
building two new service stations to be 
completed by early autumn. Another 
addition to Mr. Squires’ properties will 
be a 2,000 gal. tank truck scheduled 
for delivery about the same time. 

One of Mr. Squires’ dealers, Paul 


Smith, is an active civic leader in 
Kissimmee. He was recently elected 
City Commissioner. 

o 

L. W. Ewing, Jr. now holds the new 
position of superintendent of product 
movement for the products pipeline 
department of Indiana Standard, Chi- 
cago. He will be responsible for sched- 
uling and dispatching products through 
the company’s 2,200 miles of prod- 
ucts pipelines. Mr. Ewing joined 
Standard in 1948 as a senior engineer 
in the products pipeline department. 
He was formerly a design and con- 
struction engineer on a government 
pipe line project in the Panama Canal 
zone. 

* 

A. E. Ernst, formerly assistant to 
the chairman of the board for Cali- 
fornia Texas Oil Co., Ltd., is now vice 
president of the company. He will 
continue to make his headquarters in 
New York City. 

Mr. Ernst has been with Caltex since 


NATIONAL PETROLEUM NEWS * May 5, 1954 





A brand NEW reason why... 
Texaco Dealers are such 
busy dealers! 


It’s New, top octane SKY CHIEF, Super-Charged with PETROX 
...an exclusive petroleum-base element. Millions of car owners all 
over America now know about and are stopping at Texaco Dealers to buy 
this new Sky Chief gasoline. They are seeing and hearing the advertising 
in leading magazines, in newspapers, on billboards, on the radio and 
at the stations. Ever since Sky Chief was first introduced in 1938, 

it’s been a great gasoline. Now it’s better than ever. 


Here is further evidence of our keeping ahead of new develop- 
ments in America’s automobile engine design. And — another 
instance of Texaco Dealer support — this time with a great 
new product backed by powerful advertising, and sales 
promotion ... and performance that will bring car owners 

back to Texaco Dealers. 
THE TEXAS COMPANY 


2% GASOLINE 
V9 


EWos TODA! 
—_ 





OtnE 


’ 


H . 





May 5, 1954 + NATIONAL PETROLEUM NEWS 





ABOUT OIL PEOPLE 





‘ 


. 


.. 


oH 


Macauley 


a. > 


Kundahl 


CONNECTICUT PETROLEUM ASSN. has elected as its new president, Franklin 
L. Kundahl, Crown Petroleum Corp., of Hartford. He is shown taking over the gavel 
from past president Walter P. Macauley, Wyatt Inc., New Haven, at the association’s 


annual meeting in Hartford 


the company was formed in 1936, 
serving at various times in Africa, the 
Far East and Europe. During World 
War II, he was in charge of petroleum 
for the Lend Lease Administration in 
Washington. 


E. C. Peet has 
been elected to 
the board of di- 
rectors of Shell 
Oil Co. replacing 
P. E. Lakin, for- 
merly vice presi- 
dent and senior 
representative on 
the West Coast 
who has retired 
after 39 years 
with the company. 
_ Mr. Peet, who now maintains offices 
in both London and New York as 
Shell’s vice president in charge of 
finance, started with the company in 
1919 as a clerk. After serving as man- 
ager of the auditing department in 
San Francisco, he held positions of 
increasing responsibility in Shell’s 
financial functions. He became senior 
financial officer of the company in 
1949. During 1942 he served in Wash- 
ington on the War Production Board. 

o 

Ray Narlock, manager of Minto 
Cooperative Oil Co. in Minto, N.D., 
says his company is planning to re- 
model its bulk plant and service sta- 
tion. Mr. Narlock, who is only 30 
years old, has already rung up 10 


E. C. Peet 
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years’ experience in the oil business. 
He worked as a bookkeeper for four 
years, then became manager of his 
company, a position he has held for 
the past six years. 

Last January Mr. Narlock was 
elected a North Dakota director of 
the Northwest Petroleum Assn. 

a 

E. M. Shelton, retail manager of 
Shell Oil Co.’s Cleveland division, was 
honored last week on his completion 
of 25 years’ service with the company. 
The company presented Mr. Shelton 
with a special Shell service emblem 
and gold watch. 

Before coming to Cleveland as re- 
tail manager in 1941, Mr. Shelton held 
key positions with the company in 
Illinois and Indiana. He is state vice 
chairman of the Oil Industry Informa- 
tion Committee in Ohio. 

+. 

Mrs. Earline Beall, secretary at the 
home office of Miller Petroleum Trans- 
porters, Ltd., in Jackson, Miss., has 
won the title of “Mrs. Mississippi” for 
1954. She will represent Mississippi in 
the “Mrs. America” contest. 


* 

D. Phillips Bailey is now industrial 
products sales manager for the eastern 
division of Tide Water Associated Oil 
Co., New York, N. Y. Mr. Bailey 
joined Tide Water in 1930 as a devel- 
opment engineer at the company’s 
Bayonne, N. J., refinery. Since then 
he has held sales engineering positions, 
and was assistant manager of industrial 
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STANDOUTS IY 
PROTECTION _ 


BIRTANK all-welded, leak-free storage tanks stand up 
under the most rugged conditions, giving stout year-in, 
year-out service. The cost is no higher for the BEST .. . 
as proved by BIRTANK users in every part of the 
country. Whatever your oil or gas storage problem, 
specify BIRTANK .. . to save time, money, 
and for long-life product-protection. 





__ FOR COMPLETE INFORMATION ON BIRTANK waite: 


BIRMINGHAM TANK company 


4 TYPE AND SIZE X item 
FOR EVER V OIL STORAGE THE INGALLS IRON WORKS COMPANY 


MAIN OFFICE: BIRMINGHAM, ALABAMA 


REQUIREMENT pscitnera: "agatha 
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product sales, eastern division, prior 
to his recent promotion. Mr. Bailey’s 
home is in Port Washington, Long 
Island. 





Barney Hol- 
land, Jr., co-own- 
er and manager 
of the Barney 
Holland Oil Co., 
Fort Worth, says 
that service sta- 
tion operators in 
Tarrant County, 
Texas, will play 
a major role in 
the activities of 
the Oil Industry 
Information Committee. This was the 
pledge made by Mr. Holland when he 
accepted the chairmanship of the 
Tarrant County OIIC from Fort 
Worth Area Chairman Harold S. 
Skinner, of Continental Oil Co. 

A native of Fort Worth, 33-year-old 
Rarney Holland grew up in the gaso- 
line and oil business started by his 
father in 1928. 

In 1943, he graduated from Prince- 
ton University. He entered the Navy 
the same year and served as a subma- 
rine officer until the end of World 
War II. 

Mr. Holland says dealers are an 


B. Holland, Jr. 


effective addition to the OIIC family. 
As independent businessmen, says Mr. 
Holland, they exemplify the objective 
of the OITC program—the continuous 
strengthening of the competitive sys- 
tem of free enterprise. 

. 


All directors of the Lion Oil Co., 
were re-elected at the annual stock- 
holders meeting in El Dorado, Ark., 
in April. The board of directors then 
elected the following officers: 

T. H. Barton, chairman of the board 

T. M. Martin, president 

A. F. Reed, vice president 

J. E. Howell, vice president 

R. E. Meinert, vice president 

C. N. Barton, vice president 

Jeff Davis, secretary 

E. W. Atkinson, treasurer 

E. P. Marrable, assistant secretary 
and assistant treasurer 

B. L. Allen, assistant secretary, and 

W. M. Rodman, assistant treasurer 

T. H. Barton told stockholders that 
1953 had been a satisfactory year for 
the company and added that the com- 
pany should now begin to realize the 
benefits of expenditures and develop- 
ments made in the last two years. 

e 

Twenty-eight members of the New 
York-New Jersey Steering Committee 
of the Oil Industry Information Com- 
mittee have received gold or silver 
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awards for achievements in their serv- 
ice with the OIJIC. 


Recipients of gold awards are: 

Kenody Ware, regional manager, 
Sun Oil Co. 

Henry L. Schwartz, president, Para- 
gon Oil Co. 

Quentin W. Regestein, New York 
metropolitan division manager, So- 
cony-Vacuum Oil Co. 

W. Chalmers Burns, president, Har- 
tol Petroleum Corp. 

Harry B. Hilts, secretary, Empire 
State Petroleum Assn. 

Reynolds C. Buckley, New Jersey 
sales manager, Hartol Petroleum 
Corp. 

George McDaniel, eastern regional 
sales manager, Socony-Vacuum Oil 
Co. 

William M. Amos, farm sales man- 
ager, Gulf Oil Corp. 

L. T. White, manager, business re- 
search and educational department, 
Cities Service Petroleum, Inc. 

L. E. Ulrope, vice president, Esso 
Standard Oil Co. 

Gold certificates have been pre- 
sented to: 

W. R. Stott, co-ordinator, market- 
ing co-ordination department, Stand- 
ard Oil Co. of New Jersey 

O. F. Minor, assistant sales man- 
ager, Midwest region, Shell Oil Co. 

J. L. Lenker, regional sales manager, 
Gulf Oil Corp. 

Gordon Donald, northern sales man- 
ager, Esso Standard Oil Co. 

John F. Albright, assistant to the 
division manager, Socony-Vacuum Oil 
Co. 

Silver certificates went to: 

Frank P. Weaver, district manager, 
American Oil Co. 

H. B. Van Cleve, president, Mari- 
time Petroleum Corp. 

Herschel C. Smith, president, Amer- 
ican Oil Co. 

A. W. Rich, secretary, Fuel Oil Dis- 
tributors Assn. of New Jersey 

E. F. McCabe, vice president, Tide 
Water Associated Oil Co. 

John Harper, president, Harper Oil 
Co. 

Wiley Butler, president, Coastal Oil 
Co. 

W. W. Bryan, New Jersey division 
manager, Esso Standard Oil Co. 

Henry E. Brandli, president, Cities 
Service Oil Co. of Pa. 

M. F. Braeckel, vice president, Sin- 
clair Refining Co. 

Silver award winners are: 

R. R. Faller, manager of training, 
Ethyl Corp. 

Charles Lockard, assistant secretary, 
Empire State Petroleum Assn. 

Joseph C. Smith, secretary and 
treasurer, New York Oil Trades Assn. 


COMING MEETINGS 


MAY 


Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 


Pennsylvania Petroleum Assn., spring conven. 
tion, Bedford Springs Hotel, Bedford, Pa., 
May 9-11. 


Liquefied Petroleum Gas Assn. Annual Conven- 
tion, Conrad Hilton Hotel, Chicago, Ill., May 


American Petroleum Institute, Division of 

Transportation, Products Pipe Line Confer- 
ence, Warwick Hotel, Philadelphia, Pa., 
May 10-12. 


American Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13. 





Indi Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind., May 12-13. 


Intermountain Oil Jobbers Assn., first annual 
meeting, Salt Lake City, Utah, May 13-14. 


Assn. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 


Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 
nah, Ga., May 14-15. 


Oil Heat Institute of America, 32nd annual 
convention, 20th Oil Heat Show & National 
Indoor Comfort Exposition, Commercial Mu- 
seum, Benjamin Franklin Hotel, Philadel- 
phia, Pa., May 16-20. 


American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 


National Fire Protection Assn., 58th annual 
meeting, Statler Hotel, Washington, D. C., 
May 17-21. 


Virginia Petroleum Jobbers, John Marshall 
Hotel, Richmond, Va., May 20. 


Virginia Oil Men’s Assn., John Marshal! Hotel, 
Richmond, Va., May 21. 


North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23- 


Packagin Institute, Petroleum Packaging 
yn Cleveland, Ohio, May 24-25. 


1 Industry TBA Group, Canadian Section, 
“haw York Hotel, Toronto, Ont., May 26. 


JUNE 


P Ivania Grade Crude Oil Assn., 31st an- 
rs ‘ection, Hotel William Penn, Pitts- 
burgh, Pa., June 3-4. 


Socy. of Automotive Engineers, summer _meet- 
ing, Ambassador and Ritz-Carlton Hotels, 
Atlantic City, N. J., June 6-11. 


Oil Industry Information Committee, Edge- 
water Beach Hotel, Chicago, Ill., June 9-11. 


National Oil Jobbers Council, Skytop Lodge, 
Skytop, Pa., June 13-16. 


American Socy. for Testing Materials, annual 
meeting and exhibits, Sherman Hotel, Chi- 
cago Ill., June 13-18. 


American Petroleum Institute, Eastern District 
meeting, Greenbrier Hotel, White Sulphur 
Springs, West Va., June 17-19. 


Louisiana Oil Marketers Assn., annual con- 
vention, Jung Hotel, New Orleans, La., 
June 27-28. 


AUGUST 


National Congress of Petroleum Retailers, Sth 
annual convention, Sir Francis Drake Hotel, 
San Francisco, Calif., Aug. 8-13. 


Socy. of Automotive Engineers, national West 
Coast meeting, Los Angeles, Calif., Aug. 
16-18. 
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one-two punch 


jobber profits: t 


to boost independent 


ICA is a patented Ignition Control Additive used 
in Ashland’s catalytic Ethyl gasoline. ICA does 
more for gasoline than any other discovery in the 
last 30 years . . . preventing spark plug fouling 
and pre-ignition. Gasoline with ICA outperforms 
all others in both old and new cars. Now available 
to independent jobbers and backed by hard- 


hitting advertising and promotion. 





New Ashland Topflite Super HD motor oil is 
tops in detergent action. It has proved itself in 
heavy trucks, taxi fleets, power plants, towboats, 
construction equipment and passenger cars. It 
will give your customers more miles and better 
performance... give you more profit. Available 


in cans or drums. 


Keep ahead of competition with these important 
new Ashland products. Line up with Ashland Oil, Ashlznd| 


America’s fastest-growing independent. Write for — oO 


our comprehensive programs of jobber marketing a, 


under the Ashland Flying Octanes brand or your 
own private brand. 


The Independent Brand for tndependents 


ASHLAND OIL & REFINING COMPANY 


Home office: Ashland, Kentucky - 


ALTON, ILL. — 2616 E. Broadway; BUFFALO, N.Y. — 800 Ellicott Square; CHICAGO, ILL. — 122 S. ———, 
Ave.; CINCINNATI, 0. — 1402 Fed. Reserve Bank; CLEVELAND, 0. — Standard Bidg.; DETROIT, MICH. — P.O. _ 
Box 6025; EVANSVILLE, IND. — 2500 Broadway; FINDLAY, 0.— P.0. Box 210; LOUISVILLE, KY. — 3005 

Dumesnil; NASHVILLE, TENN. — 5 E. Main; PADUCAH, KY. — R.R. No. 4; PITTSBURGH, PA. — 711 Park Bidg. 











Because contractors measure fast, sure starts in dollars... 


uses GLOBE batteries 


. . . here’s more proof that Private 
Label Marketers buy better when 
they buy Globe-built batteries 


Here’s a Harnischfeger P&H Medel 955-A 
crawler-crane with lifting capacities up to 
70 tons. Big, modern, efficient rig that it is, 
it has to start right off the bat. 

That’s why P&H uses Globe batteries for 


their rigs. The superior de- 


sign and rugged construction of Globe 
batteries pays off in extra life—extra power 
— when it’s needed most. 

So, if you’re determined to offer your 
customers nothing but the best, more value 
for their battery dollar . . . merchandise 
Globe-built batteries under the 
famous “Spinning Power” 
trademark or your own 


private label. 























